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We Live by the Clock, Not by the Sun 


HE change to daylight saving will not interfere eral participation in athletic exercises, for the health . 

with the ordinary course of business, and merchants of the American public demands some such stimulus. 
who have been fearing that the earlier hour for opening It has been said that Americans generally were losing 
would crowd the sales of the day into the fewer hours the habit of walking, having considered more the 


slogan “time is money.” Now 
more active and energetic walk- 
ing brings the muscles into play 
and cures just the ailments that 
the “Recorder” campaign, “Bet- 
ter Feet for American Men,” 
points out so vividly. If there 
can be a more general interest 
in participating sports on the 
part of the public there can be 
opportunity to urge the need of 
‘a shoe for every purpose. 

City shoe stores are notori- 
ously dependent upon artificial 
illumination. If an extra hour 
of sunlight is given to the store, 
the merchant can easily figure 
up the kilowatt hours saved and 
the resultant saving in power and 
fuel which can be diverted to 
productive industry. Sales of 
shoes are better made under 
God’s own light, and the 


of the afternoon will find that 
under working conditions the 
change of time means no change 
in the daily routine. Several re- . 
tail organizations have already 
suggested that stores be kept 
open an extra half hour, but this 
in itself tends to defeat the pur- 
poses of the Daylight Saving 
Law. 

What of that extra hour of 
daylight and its utility? This 
should be the outdoor hour 
throughout America. Every man, 
woman and child should put that 
extra hour of daylight into some 
useful activity, be it in garden- 
ing or in fuel cutting, or in a 
hundred and one pursuits calcu- 
lated to aid in winning the war. 
By the strength of that one hour 
alone can be accomplished much 
of lasting benefit to the American 
people. The government is giv- health of the salesman and 
ing this extra hour of daylight woman is built up for better 
to the nation that each individual work. 
shall turn it to a public purpose. The facetious analogy of officially lowering the ther- 





The hour of daylight saved should greatly stimulate mometer ten degrees July first, and moving it up again 
the sale of sport and Summer footwear. President October first, will do for jokesmiths. Serious business 
Wilson went on record as advocating a greater gen- men will co-operate heartily in this and any constructive 
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move that the war aims of our people shall be achieved. 


YOUR CUSTOMER AND 
THE FRENCH CHILD 


AR-RIDDEN FRANCE finds a_ tremendous 

scarcity of foot coverings for her children, and 

today there is an imperative need for thousands of 

pairs of shoes for the destitute people of Northern 
France and occupied Belgium. 

War footwear abroad is being made so flimsy and 
frail as to make it useless, and the desire of the Ameri- 
can Red Cross is to get the children of America to co- 
operate by sending repaired footwear to France for 
Belgium and French people inside the German line. 
So necessary is the need of footwear that every last 
scrap of leather is saved to be used in repairing other 
less worn shoes. 

In your shoe store why not develop some plan of 
co-operation between your juvenile customers and the 
children in France. Ask the little boys and girls and 
the parents to send the worn shoes to you so that you 
in turn can transmit them to Red Cross Chapters in 
your local district. No so very long ago one American 
shoe merchant put the plan up to juvenile customers 
of his store, and the result was that 600 pairs of shoes 
were sent to France. Each pair of shoes bore the 
name and address of the giver.. In many cases the 
French children wrote letters of thanks, and the de- 
lighted American child brought the letters in to the 


merchants to.show their glee at being of some direct 
helpfulness to their little brothers and sisters of France. 


The plan was such a success that many of the little 
girls and boys went still further and kept their French 
little friends supplied with clothing and footwear until 
this very day. 

Incidentally, the giving of shoes slightly worn makes 
it a merrier business for the shoe merchant himself. 


COST OF LIVING 
AND DOING BUSINESS 


HE truth is, the “cost of living” is never likely to 

be depressed. It is not at all likely that it will 

ever be easier to make a living in this country than it 
has been within the past twenty years. 





The average American scale of living is the best 
in the world. It is so good that hundreds of thousands 
of workers flock here every year to share in our high 
American wages. That is a truth which stands as a 
solid wall against any general attack upon the situation 
of workers in America. It is quite true that exceptional 
cases of injustice may be found; it does not necessarily 
follow that every individual in a generally prosperous 
country is enjoying the full average of prosperity. 

No, the “cost of living” is not going to decrease. 

Furthermore, the merchant’s cost of living, his ex- 
pense of doing business, is not going to decrease. 

The point ought to be kept plainly in mind by every 
merchant. It is not at all likely that the demands of 
the public in the way of store service will ever decrease. 
More, rather than fewer, people will be demanding that 
service be rendered in the newer and more up-to-date 
ways. Competition will require more extensive and 
expensive means of reaching the attention of the 
public. 

What is to be the merchant’s recourse in this situa- 
tion? Well, a real merchant does not have to be told. 
He knows without telling. 

He knows that in a certain sense the merchant fixes 
his own wages, and he does not have to strike in order 
to do it. 

It is not a question of what he WANTS to do alto- 
gether. With all expenses continually running higher. 
there looms before him a general question of what he 
MUST do, if he is to keep out of the hands of the 
sheriff. The “cost of living” for him is the cost of 
conducting a living business. 


FOOTWEAR FOR “b 
FARMERETTES 


BOSTON sporting goods store is featuring equip- 
ment for college girls who are going to work on 
farms the coming Summer. 

Khaki coats and khaki bloomers are the main items 
in the clothing equipment, and with them go woolen 
or heavy cotton stockings and lace boots of elk leather 
with moderately heavy soles. 

Chances there are for shoe merchants to feature 
footwear, both boots and stockings for farmerettes. 
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SHOES FOR 
WAR PRISONERS 


HE Quartermaster’s Corps of the army is charged 
with supplying prisoners in federal prisons with 
shoes. For the last twenty-five years, and perhaps for 
a longer period, these shoes have been obtained by the 
government through changing styles of army shoes, 
which has left from time to time large quantities of 
obsolete patterns on the hands of the army. 

For example, before the Spanish-American War the 
brogan was in use, a rough, black shoe, screw fastened 
or pegged. Changes were made in this style in order 
to produce a more comfortable and sightly shoe, and 
the stock on hand of brogans was used for the prisoners. 

By the time of the Spanish-American War the Good- 
year welt shoe superseded the type of shoes in use up 
to that time. The first shoes made on the Goodyear 


.welt process were quite plain and had no toe cap, so 


that more obsolete shoes were thrown on the govern- 
ment’s hands by the adoption of a shoe more nearly 
resembling commercial patterns. Patterns of all army 
shoes were standardized, single and double sole shoes, 
being done away with. Several different lasts and pat- 
terns also were discarded, so that the Government sold 
400,000 pairs of tan shoes at the time the standard 
marching shoe was adopted. 

Again when the black shoe was discarded a large 
stock was left on hand at depots and posts. Even 
when large numbers of these shoes had been sold to the 
navy there still remained quantities of black shoes 
which could be used for prisoners. It is said that not 
one dollar of the government’s money has been spent 
in the United States federal prisons within the recol- 
lection of any quartermaster officer now in the service, 
unless one should count money spent for materials with 


which to make repairs. 


“MODERN TAXATION” 
IN BOOK FORM 

E have received requests for back numbers con- 

taining certain instalments of the continued 

article on “Modern Taxation.” Some of these we were 
unable to supply; and it is probable that the entire 
series will be published, in book form. It has aroused 
much interest, dealing as it does with a most important 
latter-day business question. 
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As therein stated, no one will argue.against high 
taxes, for war purposes, for everyone realizes that they 
are a necessity. But after the war, what? And even 
during the war it becomes an important consideration, 
the question of the government taking over functions 
usually (and economically) performed by private in- 
itiative and enterprise. How much of your money do 
you want the government to spend for you, outside of 
strictly war purposes? That is a question that looms 
up as big as a church. 


VIGILANCE, VIGOR 
AND VICTORY 


IGILANCE—In seeing that your city or town gets 
the right to fly the honor flag of the Third Liberty 
Loan. 

Vigor—In working as a true American for the suc- 
cess. of the loan. Plan your own subscription, see that 
your employees have every facility to subscribe, let your 
friends and neighbors know that you are a Liberty 
“fan.” 


Victory—Our country is on the road to a mighty 
victory, not only over our enemies, but a victory over 
ourselves. The man who thinks he is temperamentally 
unfit to get out and hustle for the Liberty Loan needs 
to conquer himself—and as each individual achieves, 
so the nation will conquer. When we think of what 
our boys are doing “over there” in holding the battle- 
front of liberty and democracy, can anyone do less 
than “dig deep” for the Liberty Loan? 


Be prepared for April 6. 


REFINED STYLES IN 
CHILDREN’S SHOES 


AKERS of fine grades of shoes for little children 

are following the lead of makers of women’s 

shoes in refining their styles. Their production is made 
up of dainty styles, in which the shoemaking is as 
good as that in women’s fine style shoes. This is par- 


‘ticularly true of the product of makers of turn and 


welt shoes who are located in or near the centres for 
the manufacture of women’s stylish footwear. 

Any buyer of children’s shoes wil! find it worth 
while to follow up the parallel of the refinement of 
children’s footwear and of women’s footwear. 














“We sell War Savings Stamps,” 
this 2%-year-old war worker. 


Now for maple sugar making. 
running this time o° year. 















Pueblo Indian Children making “movie 
money” by assistance of Doug. Fairbanks. 
‘Tis said they bought their first shoes 
thereby. 





Home garden shoes for little patriots—a new 
field in children’s merchandising. Cultivate it. 


says 


Sap’s 


























Peggy Baker, little daughter of Secre- 
tary of War Baker, releasing a carrier 
pigeon to fly from Washington to New 
York. 


Elizabeth Pauline Gulick of New York, 

“story teller to children” at Vanderbilt, 

McAlpin and Waldorf-Astoria hotels. 

She is here giving a Christmas party 

to the poor kiddies of the East Side, 
New York. 
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French tots at school in the shot-riddled section of France. This school is in the Aisne dis- 
- trict within the sound of the guns. Why not let the children of your store and community 
pe I send footwear to such a school in France. 























Little Miss Liberty in the prize- 
winning exhibit. 
os 
| 
| 
May Pole Dance. Pretty foot- 
wear fete at Palm Beach. 
' 
; 
i 
_ 
~ 
Camp Fire Girls Pur- | 
chase baby calves and 
learn how to raise them. 
Juve 
= Little Girl Dancers—Smileage artists at Camp Upton, N. Y. | 
' 
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A NATION-WIDE survey shows as the dominant 
feature of the children’s shoe field today a general 
trend to better grades; a trend which. by the way, 
is paralleled in clothes for juveniles. 

Styles in children’s shoes will harmonize in simple 
elegance with their clothing. In shoes, the season shows 
no radical innovations; in dresses, we shall see “grown- 
up” materials in the juvenile fashion field; so “grown- 
up” lasts are being adapted to growing girls’ footwear. 

As to shoe materials and patterns, tan calf, gun 
metal, patent, buck and fabric will be seen generally 
in the order named, with fabric tops in combination 
retaining, perhaps extending, their present field. But- 
ton patterns, particularly for the smaller children, give 
promise of growing popularity in the better lines; grow- 
ing girls’ and misses’ styles show little or no change 
from last season in this respect. As to colors, while 
white is universal, both for shoes and dresses, all- 
white shoes for children may be affected by the swing 
to some extent away from white toward colored ma- 
terials in dresses, particularly tan, beige, rose, green, 
light blue and pink. 

Misses’ shoes continue to follow the fashion estab- 
lished last season in approximating women’s styles. 
New’ lasts today show a strong tendency to extend 
this vogue into growing girls’ lines. 


Attractiveness to 
Stimulate Sales 


The effect of the recommendations of the Commer- 
cial Economy Board is seen in patterns and colors, 








but in every practicable way the trade has striven 
for that attractiveness which means salability. 

In connection with its recommendations for color 
standards, the Commercial Economy Board announces 
that these color recommendations apply only to men’s 
and women’s dress and street shoes, and the tanners 
will be allowed to go ahead with other colors for 
children’s and infants’ shoes. Moreover, the recom- 
mendations apply only to domestic trade, and have 
nothing to do with export business. 

White soles, perforated vamps, tips and lace stays 
and white welting may be cited as features of attraction 
which the trade finds desirable this season. Pleasing 
the eye was never more important. It goes hand in 
hand with service to produce consumer-satisfaction at 
today’s prices. 


In its Children’s Number, Sept. 22, 1917, the “Re — 


> « 


corder” noted the arrival of the boys’ “army” boot. 
This military trend happily continues, for the good 
of the feet of American boys not already scientifically 
shod, as well as providing a new selling feature in 
the boys’ department. 


A Point in Figuring 
Better Wear 


That “the sole’s the soul of the shoe” is increasingly 
apparent with the demand for extra service under 
present price conditions and factories already in the field 
with synthetic or fibre sole lines of known value see 
a gradual swing away from the leather bottom ‘stock 
toward the new materials. The original design of 
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A CHILDREN’S AND BOYS’ SHOE DEPARTMENT IN LOS ANGELES 


This attractive department in the store of Wetherby-Kayser Shoe Co. is reached by elevator from left of main entrance. This elevator, 
which is uniquely built in the corner of one of the street display windows, is matched in appearance on the opposite side of the main 
entrance, with a stairway leading to the basement salesroom. 


some of the thin heel and spring heel fibre soles was 
characterized by rather sharp breaks at the shank 
line, but in at least one line improvements have re- 
sulted in shanks being moulded today only two irons 
less than the forepart. Still another has devised an 
improvement in the tips of fibre soles as an extra wear 
resistant. Actual shoe factory experience and con- 
sumer-research has placed the synthetic or fibre product 
on a firm basis. 


National Survey 
of Present Conditions 


_ The road ahead may be gauged by the path behind. 
In the New England retail field today button boots 
for smaller children are sold almost to the exclusion 
of lace patterns, for the larger children tan shoes, 
especially high cuts and in lace, are in greater demand, 
and there is a large call for fancy top shoes, which 
are hard to get. Other stores find gun metal in the 
pony cut polish for misses and children, tans prin- 
cipally in polish, and patent vgmp boots with cloth 
tops selling best, in the order named. 

Representative shoe stores in the Middle West show 
today a somewhat increased percentage in sales of 


pairs, and an increase in gross revenue, from the chil- 
dren’s department ranging from twenty-five to thirty 
per cent. In boys’ shoes the prevailing styles are 
English, foot-form, and a conservative bump toe, in 
brown, gun metal and some patent leather. Stores 
that are particular to fit children carry in the better 
grades A to E widths, while in growing girls’ they 
start them at AAA. In misses’ and children’s shoes 
black, white, brown, gray and two-tones prevail. Tans 
with white tops, all tan and gun metal lace Goodyear 
welts are favorites in growing girls’ lines. 


Earlier Business in rg i 
East and South . . 


In the seaboard and southern territory merchants 
look to white for a big run later on. At present patent 


seems to lead in leather in ankle strap sizes from in- 
fants’ up to and including misses’ size 2, but tan and 
black calf are moving well, and white canvas is appar- 
ently selling earlier this season. Misses’ turn pumps in 
patent, tan calf, gray kid and white canvas are making 
a good showing in department stores, and Roman san- 
dals in infants’ up to children’s size 11 in patent, gray 
kid and tan calf are proving popular where shown. 
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SHOE DEPARTMENT OF AN EXCLUSIVE CHILDREN’S STORE 


A. Starr Best & Co., Chicago, cater exclusively to the needs of children, except that they also maintain a department for young and 
college men. The picture shows the shoe section which is 75 feet long and 15 feet wide. For the convenience of children the seat is only 


16 inches high which enables the little tots to climb on and off at will. 


With the exception of J. W. Lauren, manager of the department 


and his assistant, the wants of the little ones are attended to by women clerks, as they are more patient with the children and do not 
excite any feeling of fear, which many youngsters have towards men. 


Present demand for all children’s shoes is unusually 


good in the South. 


Big Increase in 
Western Retail Sales 


Children’s shoe sales in the Southwest, Rocky Moun- 
tain and Pacific Coast sections are from 10 per cent 
to 50 per cent above normal in pairs. Dull leathers, 
as usual, are selling, but there has been a remarkably 
increased demand for tan, and more patent is being 
called for than heretofore. The military styles are 
cutting some figure, both in city and town, especially 
in boys,’ youths’ and little men’s shoes, and it is ex- 
pected that this feature will be in demand in girls’ 
lines for Fall. 


New Books of Timely Interest 


Turn your public library to business uses. Look up 
this week a list of books. that will interest your patrons’ 


children in the store—perchance you will even look 
through them yourself. 

Amongst interesting books both for the store and the 
home are two of special current interest from the press 
of Penn Publishing Co., Philadelphia. 


“Unvisited Places 
of Old Europe” 


Such is the title of a- fascinating book by Robert 
Shackleton. The old Europe is passing. No one knows 
what may be the ultimate result of the great war. At- 
tention has been focused upon many a corner yester- 
day comparatively unknown. Luxembourg, whose 
neutrality was guaranteed by Germany, and whose 
Grand Duchess placed her automobile in vain across 
the path of an invading, German army; Shakespeare’s 
peaceful “Forest of Arden” in Southern Belgium, which 
has seen terrific fighting; little Neutral Moresnet, per- 
haps pried forever from the rule of her two kings; and 
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A TWO HUNDRED THOUSAND DOLLAR CHILDREN’S SHOE DEPARTMENT. 


Occupying the entire mezzanine floor of the Philadelphia Shoe Co., San Francisco, this children’s department last year did perhaps the 
largest business in the United States. With 180 feet of seating space, the department is finished in light gray. Equipment includes a play- 
ground with swings and slides and for 38 years a toy has been given to every child leaving the store, in addition to a Santa Claus celebration 

at Christmas. 


even the quaint and sleepy Brenta, again reflecting the 


. guns and guidons of marching armies. 


These and many other out-of-the-way places treated 
in Mr. Shackleton’s unique book have been affected by 
the great struggle. 

Frontispiece in colors by Walter Hale decorative in- 
itials and tailpieces and twenty-six plates in sepia. 
Boxed. Price, $2.50 net. 

The same author tells of a trip through England and 
Scotland by motor in his book “Touring Great Britain.” 
Rarely has Britain been seen as he saw it. With him 
one runs into all sorts of interesting things off the beaten 
track—the Lilliputian Cathedral of St. Asaph, Lloyd- 
George’s birthplace, Benjamin Franklin’s house in Twy- 
ford, and Shrewsbury’s pulpit in a coal yard are only 
the beginning of them. For Mr. Shackleton is a shrewd 
and kindly observer of men and manners. He makes 
Britain very real, and very human. About one hundred 
photographs in sepia, and a color frontispiece. Boxed. 
Price, $2.50 net. 


Read Your 
Business Books 


Is your public library passing out good business stuff 
for people like you and your customers? Remember, 


some of your money is in that library. Also remember 
that your trade will grade up only as high as it reads 
up. Get going through your library good business books 
and magazines, real substantial stuff. If you would 
like to know a few good books about the shoe trade 
to recommend to the librarian, send to us for the 
“Recorder” list. 


Camp Fire Girls’ Shoes 


Some shoe stores and sporting goods houses are mak- 
ing a drive on shoes for camp fire girls, who, the 
coming Summer vacation, will go to camps for girls in 
the mountains or by the shore. 

One type of these shoes has uppers of smoke horse 
or elk leather, large eyelets, rawhide laces, chrome 
soles and low, flat heels. Fibre soles are also used. 

Rubber soled shoes of the sneaker type, with heavy 
bottoms, also are featured for camp fire girls. 

The chance for selling leggings to camp fire girls 
is mentioned. 





Thirteen cases of shoes, 72 pairs, totalling to nearly 
1000 pairs, were packed in one case and sent to Cuba. 
This was the record shipment of one Marblehead, 
Mass., firm. The shoes were all for children. 
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4CHILDREN OF. THE MOVIES” 
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Buddy Messner and Violet Radcliffe 


in “Aladdin and the Wonderful Lamp.” 








Dull calf boot with mat top in seven- 
inch height. A nationally known last for 


children’s foot comfort. 


By Rice & Hutchins, Inc., 


Boston, Mass. 


Better Feet for Children 


Given the finest last for children’s 
growing feet that the world has ever 
known, the problem of better feet 
for American children rests in the 
fitting. Don’t fit natural lasts short. 








A toe space type general in children’s 
shoes. Tan leather, lace, stitched tip. 


By Williams, Hoyt sg Co., 
Rochester, N. Y. . 





GEORGIE STONE. 
A junior sailor lad. 
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! Virginia Lee Corbin in “Babes in the Woods” 














Diversity of Materials 


In children’s shoes a wide variety. of 
materials can be used. The button 
pattern naturally leads in demand. 
Patterns are simple and economical. 
Shoes of these types for dress wear 
the year round. 





pyeper ee 


Se ee 





Patent and mat kid top in a leather 
turn button boot, wedge heel. 
By Weimer, Wright && Watkins Co., 
Philadelphia, Pa. 





VIRGINIA LEE CORBIN - 
A darling of the films, 
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White a leading feature in children’s 
shoes. A buck type of button boot with 
wedge heel in turn construction. 

By Burdett Shoe Co., 
Lynn, Mass. 
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| combination in a “real style” boot. Lace 
and eyelets in harmonizing shade. Full, 
plain toe. 
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Robin MacDougal and Trela Belle 











Cloth and Colors 


The grays and tans of accepted 
shades make many sales to children 
of stylish bent. There are many sales 
recently of Roman sandals, showing 
a novelty trend profitable to mer- 
chant and pleasurable to little girl 

customers. 


Gray cloth over black kid. A clever ' 
Five Strap Roman Sandal, with cham- 
pagne kid top, wedge heel, wide last, a 
turn. 
By Grieb Shoe Manufacturing Co., 
Philadelphia, Pa. 


By Mrs. A. R. King, Inc., 
Philadelphia, Pa. 





MADGE EVANS 


She loves to “play pictures.” 
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Harol Hollacker and Mary Pickford 
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WHITE CLOTH OXFORD 


For the miss in style. A white, close 
woven fabric of high style character. A 
misses’ and growing girl model. 

By Kaut-Reith, 
Carthage, Mo. 


New Patterns Developed 


In the fabrics there is opportunity for 
novelty sales. In the growing girls 
and misses the styles range from 
spring heels to baby Louis heels. 








PLUG THROAT OXFORD 





stitched cap effect. 
Bacon, Rollins Co., 
Lynn, Mass. 


VIRGINIA LEE CORBIN 
in “Treasure Island.” 
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A pattern of recent origination tn 
men’s and women’s styles and now trans- 
lated into juvenile styles. Tan leather, 
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The Fairy Tales in Reel Life 





Specialties for Children 


From the soft sole to the mocassin- 
service boot of the Boy Scout is a far 
range for footwear sales. There is 
profit in developing individuality in 
children and their tastes for good 
shoes. 












The moccasin of the Indian has gone 
through many revisions to make it the 
practical and waterproof boot for big 
boys—here illustrated. 

By G. H. Bass & Co., 
.Wilton, Me. 


A dainty little soft sole. In silk and 
beads and ribbons. Stitched in contrast. 
By J. J. MacMaster, 
Rochester, N.Y. 





“BOB WHITE” 
Son of George Beban. 
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Zoe Rae in Rubber Boots and Slicker 








Lasts of Medium Shape 


As the ages of children advance so the 
lasts are moulded to shapes more and 
more towards adult foreparts. These 
two shoes illustrate that tendency. 













BLACK CALF AND KID TOP 


A seven-inch top in a last modelled 
upon grown-up lines. Medium toe, 


NOVELTY TAN BOOT 


A Russian tan boot, stitched and per- 
forated, with white welting stitched with 
yellow thread. The last is rounded and stitched tip. 
shaped. By Roberts, Johnson & Rand, 
By Wm. H. Dorell & Son, FRANCIS CARPENTER. St. Louis. 

Philadelphia, Pa. A manly little chap. 
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Membership 
Increase in 
One Week from 
750 to 2043 











March 30, 1918 


Permanent 
Club House 
Assured 

















BOOSTERS FOR BOSTON 


(Left to Right) John G. Blaney, Bert C. Gould, 

Captain of Winning Team 4; R. D. Kenyon, 

E. A. Richardson, Sec.; Arthur L. Evans, Frank 

C: Allen, Captain of Winning Team 7, and 
Pres. Everit B. Terhune. 














‘Bosian, Shoe Thades 
herseesnir ORIVE- 
© laech 16+25 © 
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Boston Shoe Trades Club Membership 
Drive Huge Success 


Y an aggressive membership drive, the success of — 


Boston Shoe Trades Club is guaranteed. In the 
week of March 16-23 the committee and the ten teams 
added some 1300 names to the list, making the charter 
membership over the 2,000 mark. Headquarters for 
the club at 22 and 24 High Street have been secured 
and the plans of the architects O. K.’d so that the base- 
ment, street and second floors can be completed and 
ready for occupation in early July. 

The membership campaign covered a thorough can- 
vass of the executives and salesmen of shoe, leather 
and allied industries, in New England, and included 
not only personal visitation by the membership com- 
mittee of one hundred, but direct mail matter, tele- 
grams, publication of a daily news bulletin and the 


posting of each day’s record on a big banner on South 
Street. 

Through the courtesy of W. E. Davis Co. and Beggs 
& Cobb the big banner was suspended over the front 
of 76 South Street, showing in outline a huge shoe 
which is painted in daily to illustrate how the big shoe 
was being built by new membership. The keynote 
of the drive was “Boost New England.” Headquarters 
were at the Hotel Essex where the team captains re- 
ported daily the records of their accomplishments. 

The two winning teams will therefore have their 
names inscribed upon the president’s cup kept in the 
Club Room as a permanent tribute to the abilities 
of the teams ied by Captain Frank “Cresco” Allen 
and Bert “Sterling” Gould. 
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Training Tots to Trot Toward Your Store 


The Child’s Imagination and the Parent’s Purse Are Factors to Be Met by 
Merchandising Methods in Shoe Stores 


HE idea of a special department for children’s 
footwear is modern.. Today the shoe store that 
caters especially to the children’s needs usually builds 
upon a firm foundation. 
A children’s department need not necessarily be on 
a great scale. There should be someone in charge who 
will make an effort to fit the growing foot in a fitting 
manner. The stock should be varied enough in sizes 
and widths to give a perfect fit. The child’s wishes 
should be considered paramount to that of the parent 
—except when the granting of the wish will be injurious 
to the child. Children have more influence with the 
mother than any 


paper or wall paper design to the background. The 
window in the center is formed by having a wooden 
frame to set against the background. The view through 
the window may be a painted scenic panel or made 
of plain pale blue paper. 

At the side against the wall a screen may be placed. 
This may be purchased, borrowed or made in the store. 
Any simple childish design will serve for the decora- 
tions. 

If the representation of the window in the 
center of this setting is dispensed with, the screen 
may be set there in its place, instead of at the side. 
, The window would 
not be just right 





without a few toys 





other member of the ; 
family. Get the chil- ey 





dren to become 
boosters for the 
store. The use of t ‘ 


—but don’t forget 
that this is to be a 
shoe window. A box 





special fixtures, the 


and a few toys as if 








installation of play- | 


| they had been scat- 








rooms, where space 
will permit, and the 
giving away of many 
souvenirs to the 
youngsters will go a 
long way towards 








tered around by a 


child in making a 
selection will serve 





| rz nicely. 
an “tie Special Display 














this. 

The child may be 
attracted towards a 
store by the manner 





























ar: 





. Units for 

y 5 Children 
It will be well to 
0 have special unit dis- 
plays of certain 








in which the win- 
dows are decorated 
and the goods dis- 
played. If, occasionally, a real child’s window is in- 
stalled it will stick in juvenile memories, and the im- 
portance of the children’s department as a “feeder” 
to the general business being recognized, it would seem 
wise indeed to instal a children’s window occasionally. 


Setting for a Children’s 
Shoe Display 


The suggestion in Fig. 1 is a child’s nursery. If the 
window is large enough there might be added one or 
two pieces of child’s size furniture. 

To build this setting the walls may be erected of 
wall board. A curtain of cotton may be used, stretched 
smoothly over the back of the window. Cotton cov- 
ered frames may be used. 


The frieze around the top is made by pasting a crepe 


Fig. 1. Skeleton layout for a children’s shoe window. 


kinds of shoes, spe- 
cialties and special 
brands. For this purpose we suggest a combination of 
shoes and toys. The sketch in Fig. 2 will give our idea. 
Here is shown a shoe box covered to represent a huge 
play block. An elephant is painted on this, or one cut 
out of paper is pasted on. Another block containing 
the letters of the alphabet, a ball, a hoop and a balloon 
are used to complete the unit. Stands are used to 
raise some of the shoes above the floor of the display. 

If an electric fan can be used, concealed somewhere 
in the window, to keep the balloon in motion, the 
effect will be greatly enhanced. 

The suggestion in Fig. 3 is an exterior and interior 
combination. This is sometimes permissible in a win- 
dow as long as the two do not conflict. The central 
set-piece is composed of a flower stand, a frame and a 
picture. 

A lithograph of some child subject will answer very 
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KZ Shoes 


Jor Children 











| The finest line of shoes possible to 
! procure for your children’s trade. 


STYLISH—STURDY—SHOES 


Made of real leather that will stand 
the hard knocks the youngsters give 
them. 











Retail at 
Popular Prices 





No. 435 
Child’s Patent Colt, Mat Kid Top, Goodyear 
Welt, Skuffer, Tredshure Last No. 16. 
Sizes 5 to 8, E Width. 
Sizes 8% to 11, E Width. 
No. 437—Same Shoe in All Gun Metal 


Sizes 5 to 8, E Width. 
Sizes 8% to 11, E Width. 





No. 507 
a om. Instep Strap, McKay, Last 





8% to. “ue D and E Width. 
No. 827 11% to 2, D and°E Width. 


Hi-Cut Gun Metal, Dull Kid Top, Bal, Mc- 
Kay, % Double Sole, Walking Last No. 111. No. 506—Gun Metal, Same as Above 
Sizes 11%4 to 2, D width. 8% to 11, E Width Only. “ 

11% to 2, E Width Only. 


Sizes 2% to 7, C and D widths. 
OUR SALESMEN 


WILL BE GLAD TO CALL ON REQUEST AND SHOW 
YOU OUR COMPLETE LINE. THEY ARE NOW IN 
THEIR TERRITORIES 








-_ WRITE TODAY 


_ KALT-ZIMMERS MEG. CO. 


MILWAUKEE, WIS. | 
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Fig. 2. Arrangement for display unit. 


well for this picture. A wall paper panel of a design 
intended for a child’s nursery may easily be utilized in 
this setting. Where there are flowers in the picture 
the same kind may also be utilized in the flower box 
and so placed that they appear to intermingle, making 
it possible to give the illusion that some of them are 
growing out of the picture. ; 

Almost any style of flower box may be used in this 
connection. The one shown is paneled in.an odd man- 
ner and a triangular cape is hung beneath. 


Child’s blocks may be used to spell out any message ~ 


such as that shown at the right. 
Easy and Effective 
Window Cards 


There is no better window card than one that makes 
a direct statement. 


Fig. 3. Suggestion for a special background. 


that have ‘become out of date or unusable for any 
reason. 


Play Up Children 
of Allied Nations 


Many ideas and effective materials for use in chil- 
dren’s shoe displays are available to the display man 
through some of the good wall paper and decorative 
supply houses. A clever series originated by Alfred 
Peats Co., a big Boston wall paper house, is the Allied 
Children’s series of illustrations for use in newspapers, 
some of which are shown on next page. Such houses 
carry stock friezes of decorative value for children’s 
features,“both in windows and stores, and the Allied 
Children idea is capable of being translated into a 
window display. 

+ Dolls, small fur- 





Card No. 1 is both 
striking and direct 
in appeal. This 
card is sufficiently 
attractive in black 
and white. The 
price might be fur- 
ther emphasized by 
having the figures 
in red. 

The. use of the 
cut-out picture in 
card No. 2 is com- 
mendable. It fits 
in well with the 











niture and toys are 
not difficult to pro- 
cure or to arrange, 
as shown in the 
illustrations, and 
temporary back- 
grounds of wall 
board can be set 
up and _ stenciled 
with the char- 
acteristic maple 
leaf, American 
beauty rose, or 


other emblems. 
The “Spirit of ’76” 




















subject, “Baby 
Styles.” 

The card writer should clip usable pictures and_file 
them away for future use. They should be kept clean 
and in good condition. It is a good plan to go through 
them every three or four months‘ and destroy any 


Easy and attractive examples of show cards. 


group in the back- 
ground of the 
United States illustration, may be obtained by cutting 
out a number of inexpensive prints of the picture and 
pasting them on the background. 

Such units to be effective must stop the public, not 

















OU know how good “Buster 
y Brown Shoes” are, you know 
you can get them in stock 
in all sizes and widths. Add to ~ 
this the strong advertising cam- 
paign now featuring 


Buster Brown SHOES 


For Boys—For Girls 





in the best, most widely read publications 
in the United States. 






It all means Retailers featuring “Buster 
Brown Shoes” are going to find their 
children’s shoe business more profitable 
than 















There 2re so many good things to say 
we cannot tell all here. A postal request 
will bring the whole story. 


WUSWs Vass Gownganny, 


Manufacturers 


St. Louis, U. S. A. 


Lace Oxford for Boys 


K 355 Gun Metal, sizes 1-6, $3.00 
K 354 Mahogany, sizes 1-6, 3.35 








Little Gents’ 


Gun Metal Smoke Elk 
F 301 F 302 








F 328 F 302 
Baby Doll Pump for Girls 
Patent F 326 White Suede 
Sizes or Kid F 328 F 309 
Ry ic ckneceaeen $3.00 $2.35 
BW Mee 8B... eee eeees 2.60 1.85 
oS | eee 2.25 1.60 
at GRASS 2.00 1.40 
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Timely Ways to Brighten Up Children’s Shoe Displays 


The four suggestions on this page are timely for adaptation in children’s 
shoe displays or departments. The children of our Allies, with ap- 
propriate accessories and backgrounds, will draw attention " 
and the field is almost unlimited, for the democracies WW 
of the world are with us. as 
article shows how this idea may be utilized 


to stimulate sales in the children’s 
shoe section. 







The accompanying 

















fill the window. To build one on a pedestal might 
be desirable, with the shoes suitably grouped to 
fill the window. 





Individuality in Children 


Is There a Talented Little Girl in Your Town to 
Tell Stories in Your Store? 


Elizabeth Pauline Gulick, though only five and a half 
years old, has already won an enviable reputation as 
the youngest narrator of “good night” stories for little 
boys and girls. 

Her original stories are thought so well of by the 
older folk that the management of the Hotel Vander- 
bilt, one of the most fashionable of the hostelries of 
New York City, has engaged the little girl for a series 





= x 






CHILDREN OF THE ALLIES 


Unit display suggestion 
with a Japanese 
motif 














% x 


of Saturday afternoon soirees arranged for the children 
guests of the hotel. 

Real giants, real fairies and real witches are present 
each Saturday during the children’s hour at the hotel, 
when the little girl tells her stories of the witches, 


fairies and giants about whom every little kiddie loves 
to hear. 


Though the soirees were originally intended for the 
children guests, they are becoming just as popular with 
the older folk guests at the hotel. At the last soiree 
over three hundred and fifty guests were present in the 










YOUNG WAR HEROES 


The achievements of the 
Canadian Army give 
timely interest to 

this: idea 

















Far East Room of the Vanderbilt. Three hundred of 
the guests were men and women who had almost for- 
gotten what a good night story sounded like until they 
heard Elizabeth Pauline tell them in her own way. 


Being told by a five and a half year old youngster, 
they are told in the language that children understand 
just as easily as they do the “movies.” 


So successful has the Saturday soirees affair been 
at the Vanderbilt that arrangements are now being 
made with the Waldorf-Astoria as well as the McAlpin 
Hotel in New York City to give a similar series at each 
of these places, with Miss Gulick—(her picture is 
shown in the News Pictorial this week )—as the feature 
of the children’s entertainment. 
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(TRADE MARK REGISTERED) 


FOR LITTLE TOTS 





i Coe - Ready Sellers and 


Good Profit Producers 


oes 
For You— 








IN STOCK 


Low Cut Shoes 


COLT PATENT LEATHER 


3 Infants’ Sandal, Barefoot, No Heel, Plain, 


Tamm, D, UBeccccccccccceccccscccccssecces 1.20 
103 Children’s Sandal, Barefoot, Wedge Heel, 
Plain, Turn, D, 8-B....cccccccccccccccccess $1.40 


203 Children’s Sandal, Barefoot, Extension Wheel 
Edge, Spring Heel, Plain, Turn, D, 8%4-11..$1.65 
4 Infants’ Sandal, Four Bar, No Heel, Plain, 
Dee, De We cccccoccccccccccccccesccsesese $1.20 
104 Children’s Sandal, Four Bar, Wedge Heel, 
Plain, Turn, D, 3-8 $1.40 
204 Children’s Sandal, Four Bar, Extension 
Wheel Edge, Spring Heel, Plain, Turn, C-D, 
GREE hha cccccccecisesesdceccceeccesbaend $1.75 
304 Misses’ Sandal, Four Bar, Extension Wheel 
Edge, Low Heel, Plain, Turn, C-D, 11%4-2..$2.00 
6 Infants’ Sandal, Mary Jane, No Heel, Plain, 
Turn, D, 1-5 $1.00 
106 Children’s Sandal, Mary Jane, Wedge a, 
Plain, Turn, D, 3-8 $1. 

206 Children’s Sandal, Mary Jane, re 
Wheel Edge, Spring Heel, Plain, Turn, C-D, 
BIER vpccpactccedbeccecccsccceccscctseesede $1.50 
306 Misses’ Sandal, Mary Jane, Extension Wheel 
Edge, Low Heel, Plain, Turn, C-D, 1114-2...$1.75 
8 Infants’ Sandal, Cross Strap, No Heel, Plain, 
Turn, D, 1-5...... Sberceceservicseceooes ++ $1.20 
108 Children’s Sandal, Cross Strap, Wedge Heel, 
Plain, Turn, D, $1.40 
208 Children’s ‘Sandai, Cross Strap, Extension 


Wheel Edge, Spring Heel, Plain, Turn, C-D, 


308 Misses’ Sandal, Cross Strap, Extension 
Wheel Edge, Low Heel, ronan boned ae 


i I OD  kcccccsctanvecsceacesoaggses *. $1.00 
109 Children’s Sandal, Mary Jane, Wedge Heel, 
Pemte, Derm, DBD, BO ccccccccccccsesccoccces $1.20 


Roman 


209 Children’s Sandal, Mary Jane, Extension 
Wheel Edge, Spring Heel, Plain, Turn, D, 
SHEL ccccce SE, eee yee 
WHITE BUCK 
34 ~ ye Sandal, Four Bar, No Heel, Plain, 
ee CaS $1.20 
134 children’s Sandal, Four Bar, Wedge Heel, 
Plain, Turn, D, 3-8.......-.sseeeeee ee - $1.40 
234 Children’s Sandal, Four Bar, Extension 
Wheel Edge, Spring Heel, Plain, Turn, C-D, 
GREEN o6b004asagesvhnss cugnincsgesaguerer $1.75 
334 Misses’ Sandal, Four Bar, Extension Wheel 
Edge, Low Heel, Plain, Turn, C-D, 11%4-2...$2.00 
38 ee Sandal, Cross Strap, No Heel, Plain, 
Berm, De BB cccccccccccvccscecceccoscccecs 1.20 
138 ‘Childeen’s Sandal, Cross Strap, Wedge Heel, 
Plain, Turn, D, 8-B.....ccccccccccccccccccs $1.40 
238 Children’s Sandal, Cross Strap, Extension 
Wheel Edge, Spring Heel, Plain, Turn, ax 


Sandal, “Cross Strap, Extension 
Wheel Edge, Low Heel, Plain, Turn, C-D, 
WDB ac ccccccccccccccccccsccccccscccscece - -$2.00 
39 Infants’ Sandal, Mary Jane, No Heel, “Plain, 
Wee, TBD ncn ccnccegscccescsescsneacse $1.05 
139 Children’s Sond, Mary Jane, Wedge Heel, 
Plain, Turn, D, 3. 1.25 
239 Children’s Sandal, Mary ‘Jane, Extension 
Wheel Edge, Spring Heel, Plain, Turn, C-D, 
SHe11 nccccccccccceccccccscccccccese coccceee 
339 Misses’ Sandal, “Mary Jane, Extension Wheel 
Edge, Low Heel, Plain, Turn, C-D, 1114-2...$1.85 
WHITE BUCK SHOES 

30 Infants’ Button, No Heel, D, 1-5........$1.25 
= Children’s Button, Wedge Heel, Turn, Ray 

sbtngessssekewdeseegnenenad rere °C 
230 ‘Children’s Button, Extension Wheel Edge, 
Spring Heel, Turn, C-D, 8%4-11.............$2.00 
530 Infants’ Button, No Heel, Turn, D, 1-5..$1.25 
wy Children’s Button, Wedge Heel, Turn, C-D, 

$akgrapacchistebeesseecenet abiacseseacc ee 


Gussie 


COLT PATENT LEATHER 


7 Infants’ Roman Sandal, Four Strap, All —- 
No Heel, 90 Last Plain, Turn, D, 1-5 
107 Children’s Roman Sandal, Five Strap, ‘An 
Patent, Wedge Heel, 90 Last Plain, Turn, C-D, 

8 1.6 


3- a 
207 Children’s Roman Sandal, Six Strap, All 
Patent, Extension Wheel Edge, Spring Heel, = 
Last Plain, Turn, C-D, 8%4-ll........eseees $2. 
40 Infants’ Roman Sandal, Four Strap, White 
pete Top, No Heel, 90. Last Plain, Turn, D, 
$46500660664566dbbemeREeRSeeeneRneNEEe” $1.45 
lee Children’s Roman “Bandai, Five Strap, White 
_ Top, Wedge Heel, 90 Last Plain, Turn, aa 
00060-6066 06.00000606006660066060060560608 1.65 
240 Children’s Roman Sandal, Six Strap, White 
Buck Top, Extension Wheel Edge, Spring Heel, 
80 Last Plain, Turn, C-D, 8%-1l .......... $2.90 





Stock 
Style 
No. 107 


GRIEB SHOE MFG. CO. 


80 Infants’ Roman Sandal, Four Strap, Cham- 
es. Kid Top, No Heel, 90 Last Plain, _— 
180 Children’s Roman Sendai, Five Strap, Cham- 
pagne Kid Top, Wedge Heel, 90 Last Plain, rae 


C-D, 3-8 

280° Children’s Roman Sandal, ‘Six Strap, Cham- 
pagne Kid Top, Extension Wheel Edge, Spring 
Heel, 80 Last Plain, Turn, C-D, 8%4-11......$2.00 

WHITE BUCK 

41 Infants’ Roman eee, Four Strap, No Heel, 
90 Last Plain, Turn, D, 1-5...........e00-- 
141 - Children’s Roman Sandel, ‘Five + gag Wedge 
Heel, 90 Last Plain, Turn, C-D 65 
241 Children’s Roman Sandal, Six § Strap, ana 
sion Wheel Edge, Spring Heel, 80 Last Plain, 
ya FF fF See een «$2.00 





Stock Style No. 138 


531 MARKET 
STREET 








PHILADELPHIA, PA. 





Stock Style No. 130 


Stock Style No. 203 


Stock Style No. 306 





Stock Style No. 104 


Factory, Palmyra, Pa. 
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Modern Taxation 


Principles and Methods, also State, National and Foreign Experiences 
and Problems, with a Review of Current War Taxes, and 
an Outlining of Future-Possibilities as Affected 
by Present Economic Tendencies 


Copyright, 1918, WALTER C. TAYLOR, of the “Boot and Shoe Recardier” 


CHAPTER IX 


(Concluded) 

On the great question of reducing tax burdens 
after the war, common business sense would sug- 
gest such reductions, but there will be found an 
amazingly strong set of interlocking and interacting 
elements which will be interested not in economy but 
in a continuance of lavish expenditure. Every dema- 
gogue already has his eye fixed greedily upon the great 
streams of wealth flowing through the public treasury; 
and every financial, industrial and economic quack 
in the land will be urging a test of his schemes—at the 
public expense. 


To Safeguard 
the Future . 

Fairness will come with enlightenment, and the daily 
and weekly press is the great popular educator. Here 
is where the attention of business men should be cen- 
tered. They should use their influence, moderately and 
justly, but with persistence and insistence. They have 


much to lose, if reckless and ill-advised methods of | 


taxing business become in any degree epidemic. To 
them, the old saying, “in union there is strength,” 
should appeal with double force. 

Another old saying might well be considered, the 
poet’s lines 

“O’er forms of government, let fools contest: 
That which is best administered, is best.” 

Certain spots of earth appear to be compelled to 
choose between highly educated aristocracy and a 
foolish democracy as a form of government. But why 
should any nation be forced to choose between intelli- 
gent aristocracy and ignorant democracy? Why not 
an intelligent democracy instead of either of them? 

An intelligent democracy will not be deceived by 
words or confused as to their meaning. It will not 
mistake anarchy, nor the despotism of a single class, 
whether the top layer or the bottom layer, for de- 
mocracy. It will know enough to distinguish between 
“democracy”. and “republic,” as applied to a definite 
plan of government, and will understand which of the 
two our own government was intended to be. It will 
know that in such a government the welfare of the 
community is best served by the election to office of 
an “aristocracy,” in the best sense of the term; that 


is, of the ablest and best fitted men. They will know 
that even “autocracy” has its inevitable uses in certain 
functions of a government, such as the leading of an 
army. 

It will, in short, be intelligent enough to know that 
intelligence is the only possible lasting basis for any 
government, whatever its name or kind; that any 
nation must be ruled by its brains, if it is to prosper: 
and live. . 

And it will not be much deceived in economic 
matters. It will waste little time on plans to get 
something for nothing, by “letting the government 
do it.” It will recognize the fact that in ordinary 
times the less money is sifted through the hands of 
governmental and political agencies, the less of loss 
and waste there will be, and that one of the greatest 
assets of our national life—indeed, the greatest, with- 
out qualification—has been the freedom accorded to 
individual initiative, making use as it does of the great- 
est motive of human effort, the desire of every man 
to work for his own. These things need to be urged 
and taught, broadly and generally, if “Modern Taxa- 
tion” is not to be made a tool of injury and injustice, 
to the general and lasting damage of all. 


NOTES 


Taxation Facts 
in Review 

That portion of the Constitution which barred the 
income tax law of 1894 was the third paragraph of 
Section 2, Article 1, which reads as follows: 

“Representatives and direct taxes shall be appor- 
tioned among the several states which may be included 
within this Union according to their respective 
numbers,” etc. 

That thus apportioning an income tax among the 
states, according to population, was an unworkable 
and inequitable plan can be understood quite readily. 
A showing of what some of the states actually did 
pay, under the Civil War income tax, which disre- 
garded this provision of the Constitution, indicates this 
clearly. 

The following table shows in the first column the 
percentage of the total tax paid by several states, in 
the year 1866, which was the period of highest pro- 
ductivity of this tax. The second column shows the 
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—_— Vici, Spring Heel, Turn, 
ee er $1.50 





Pat. Leather, Spring Heel, Turn, 
BW G PRM. ccccccccccccccss $1.25 


“We have always made a high grade 
line of women’s turn shoes, and now are 
producing a line of children’s and in- 
fants’ footwear to correspond. These 
will be in material and workmanship 
equal to our women’s lines. Patterns 
are drafted with special regard to the 
comfort of the little feet. We have seen 
a demand for good shoes for children, 
and we will make nothing but the high 
grade goods. Prices will run on boots, 
4 to 8, $1.50 up; infants’ boots, 2 to 5, 
$1.15 up; ankle ties, about $1.25. Only 
leather is used in counters and shank 
pieces and we use only high grade soles. 
If interested, let us hear from you.” 


F. E. ADAMS COMPANY 
HAVERHILL, MASS. 


7” BOSTON OFFICE, 215 ESSEX ST. 
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percentage per million inhabitants, thus affording a 
basis of comparison according to population: 


Total percentage Percentage per 


paid million population 
Massachusetts 12.25... ...0occccccaegeccccscccscsecesecccese 8.75 
New York Oe eRe ree iis Sree ry te NC 7.51 
Pennsylvania 17.67..........scscccscsccccscccccececceecs 5.36 
Ohio OM 5s 6 iio ncn sabia cee oa sau wmSonsns Fenn ae 2.93 
Indiana SS IO PE a re ee eee Cee 1.42 
Michigan WN oo 55 éaatned de Raia eee abate ee 77 
Illinois I ES ELE PIE OE LO NEE oeeseveceas 1.77 
Missouri re" SE Peer rer re ry 2.26 
Kansas pee ean? Peers erin e te eee ye 64 
Nebraska MBs eos a csc ced ReAsigsnnage kaa eer ean 44 
«Minnesota | EOC Ae PIG Nicecd een Pay were ieaenar. 5 .29 


The figures in the first column are from a report of 
the United States Commissioner of Internal Revenue. 
Those in the second column we arrive at by dividing 
by the millions of population of each state, to two 
decimal places, estimating the population for 1866 by 
careful comparison of the census totals for 1860 and 
1870. 

It will be seen that Massachusetts paid 30 times as 
much, in proportion to population, as did Minnesota; 
nearly 20 times as much as Nebraska and 14 times as 
much as Kansas. But it paid no more in proportion 
to its incomes. It was one of the oldest and thriftiest 
communities in the country, with 200 years the start 
of the other three states, in settlement and development 
of industries and wealth. 


Yield from Civil 
War Income Tax 


It is interesting to note that the sum realized from the 
Civil War income tax in 1866 (its highest year) was 
$72,982,000, and that the average yearly collection for 
ten years was about $37,000,000, or. slightly less than 
the one-fiftieth part of the total expected from the 
present war taxes on income and excess profits, which 
are expected to yield. annually the sum _ of 
$1,851,000,000. 

The remedial amendment to the Constitution takes 
up the subject simply and directly. It reads as follows: 
, “Amendments: Article XVI; Congress shall have 
power to levy and collect taxes on incomes, from what- 
ever source derived, without apportionment among the 
states, and without regard to census or enumeration.” 

This amendment was declared in force on February 
25, 1913, it being the first addition to the Constitution 
in.43 years, the last preceding one, Article XV, relating 
to negro citizenship—the “race, color or previous con- 
dition of servitudé” amendment of 1870. 

The Civil War income tax was evidently unconsti- 
tutional. But no serious question was raised regarding 
it, apparently, because of a sort of common consent, 
based on patriotic motives. There were a few court 
queries, regarding certain features of it; but the courts 


decided that the disputed items “were not ‘direct’ tax- 


ation, but excises.” This was a strained construction; 
but it passed muster. Receipts under the law dwindled 
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steadily, and in 1872, the last year of its existence, 
were only $14,436,000. 

Within six months of the going into effect of the 
war tax of 1917 it was announced that no fewer than 
3,027 separate rulings had been made by the Treasury 
Department with regard to minutie of the law. It 
is evident that no “manual” could be gotten together 
which would be of much use as an authority in matters 
of detail. That was foreseen early in the preparation 
of this study, and no such attempt has been made 
herein. 


Legend of the 
First Smuggler 


Regarding the levying of customs duties, there is no 
strictly “free trade” nation to be found of any conse- 
quence. All nations levy duties upon imports. Eng- 
land is spoken of as a free trade country, but she 
collects larger sums in duties than we do. This method 
of taxation is an old one. Arabian tradition tells of 
an encounter which Abraham had with customs officers 
nearly four thousand years ago, upon his historic cara- 
van trip down into Egypt. The Egyptians prized their 
citizenship more highly than we do; far from inviting 
aliens in, to vote and help run the country, they granted 
them no assured rights whatever, even to their lives, 
or their wives. Abraham, knowing this, feared that 
they would kill him and appropriate his beautiful wife, 
Sarah. When the caravan reached the frontier the 
Egyptian customs officers were curious as to the con- 
tents of a large chest which Abraham’s servants were 
carrying. “Doth it contain lambskins, dyed scarlet?” 
they asked. “I will pay duty for lambskins,” said 
Abraham. “Doth.it contain fine raiment of silk?” “I 
will pay for fine raiment of silk.” “Doth it contain 
pearls?” “TI will pay for pearls,” exclaimed the anxious 
Abraham. But this was too much for the curiosity 
of the officers. They broke open the chest and beheld 
the beautiful Sarah hidden therein. There was nothing 
in their tariff schedules defining the duty on this va- 
riety of commodity, or proscribing its transportation 
as smuggling, so the caravan was allowed to proceed 
to other adventures. 

It is noteworthy that city expenditures had already 
taken an upward start before the war accelerated 
everything. New York’s own financiers estimate that 
at the present rate of going the city will some day be 
compelled to scale or repudiate bonds. The state of 
New York has issued bonds by millions for road-build- 
ing—and finds that long before half the bonds are paid 
off the roads will have worn out and reverted to their 
original condition of mud-hole and gully. The state 
auditor of Ohio points out that the cities of that state 
paid last year, for interest and maturing bonds, an 
amount greater than the total city tax collected. These 
are only “straws”—but they indicate the direction of 
a swift and powerful current, 
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The Traveling Shoe Salesman 


News Developments and Doings of Our Trade Ambassadors 


Out With Constant 
Comfort Line 


Following is the roster of salesmen and their terri- 
tories for the “Constant Comfort” line of Ault-William- 
son Shoe Co., of Auburn, Me.: 

A. J. Minshall, Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut and Rhode Island; E. E. 
Davis, New York and Pennsylvania; W. C. Olds, New 
York City, Brooklyn and New Jersey; Geo. A. Camp- 
bell, Ohio and West Virginia; O. L. Rappleye, Indiana 
and Illinois; P. R. Howard, Michigan and Wisconsin; 
W. K. Hartzell, Virginia, North and South Carolina, 
Delaware, Philadelphia and Washington, D. C.; C. R. 
Williamson, Kentucky, Tennessee, Alabama, Georgia 
and Florida; R. H. Holmes, Mississippi, Louisiana and 
Arkansas; W. L. Ramlose, Iowa and Missouri; J. T. 
Carroll, Kansas, Oklahoma, Texas, Maryland and part 
of Pennsylvania; Fred Snyder, Minnesota, North and 
South Dakota, Nebraska; J. R. Fassig, Montana, 
Wyoming, Colorado, New Mexico, Arizona, Utah, 
Idaho, Washington, Oregon, California and Nevada. 


Changes in 


O’Sullivan Staff 


“Bill” (W. T.) Bern, well known to the shoe trade 
as representative of the O’Sullivan Rubber Co., has 
accepted a position with the United States Rubber Co., 
handling Rinex soles and Usco heels through the state 
of Michigan, with headquarters in Detroit. “Bill” has 
many friends here that will regret that he has moved 
away from Chicago. 

A. V. Rooney, another former member of the O’Sul- 
livan staff, goes out this season on the ‘New York to 
Chicago territory for M. N. Arnold Shoe Co. of North 
Abington, Mass. 


Motor Service for 
Excelsior Salesmen 


H. L. Revare, sales and advertising manager of the 
Excelsior Shoe Company of Portsmouth, Ohio, is equip- 


ping his sales force this season with “Henry Fords,” . © 


that the salesmen might overcome the discrepancies 
in the transportation: facilities of the railroads during 
the war. The Excelsior men will cover as many of the 
small towns this season as they have heretofore. 


Hopkins Visiting 
‘Southern Trade 

Frank A. Hopkins, sales manager for J. T. Hopkins 
& Sons, Salem shoe manufacturers, is visiting shoe 
buyers in the South. 


Fairfield Takes 
Nettleton Line : 

A. E. Nettleton Company of Syracuse, N. Y., have 
made a decided addition to their sales force in the 
person of H. H. Fairfield, who will this season represent 
them in Michigan, Wisconsin, Minnesota, Iowa, Ne- 








H. H. FAIRFIELD 
Now with A. E. Nettleton Co. 











* x 


braska, North and South Dakota, and the Canadian 
Northwest from Manitoba to the coast. 


TO REDUCE 

SAMPLE BAGGAGE 

Commercial Economy An attempt to reduce the 
Board Asks for Less number of trunks carried 
Commercial Baggage _ by traveling salesmen is to 
be made by the Commercial Economy Board of the 
Council of National Defense, which has instituted a 
preliminary inquiry into the question. Letters are to 
be sent out to the various manufacturers and whole- 
salers whose salesmen carry trunks, asking for informa- 
tion as to the number carried and suggestions as to 
how reductions can best be effected. 

Accompanying the letters is a schedule asking a num- 
ber of questions, among them the number of men on 
the road and how long they travel; whether full lines of 
samples are carried by each salesman and the number 

(Continued on page 99) 
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POSNER: iy SAE 


SCIENTIFIC 


Telegraph—Telephone— Write 
NOW 


i 


We Have the Shoes in Stock 
Dr. A. Posner Shoes, Inc. 


140-142 W. Broadway, New York, N. Y. 


DR. POSNER’S FAMOUS 


ADJUSTABLE ANKLE-BRACE 
SHOES 


Prevent -— Correct Weak Ankles 
Kid Kid Buck Canvas 
Tan New White 
$1.75 $1.75 $1.25 


Style No. 274 “4 8 2.00 2.00 1.50 
sy toll..318 250 240 LSS 


Style No. 2624 











READY NOW! 


SANDALS -- OXFORDS -- PUMPS -- BOOTS 

















1%2 2%6 || CATALOG 
810 Tan Grain Sandal $.90 $1.00 $1.40 
733 Tan Lotus Sandal d 1.00 1.15 1.50 
730 Black Calf Sandal j 1.00 1.15 1.50 (?) 
752 White Sandal d 1.00 1.15 1.50 
1036 Tan Lotus Play Oxford z 1.15 1.35 a CATALOG 


1.75 2.00 


302 Patent Button 1.75 2.00 
300 Black Kid Button 1.75 2.00 
285 Smoke Elk Blucher P 2.00 2.35 
385 Smoke Elk Button a 2.00 2.35 
235 Tan Lotus Blucher a 2.00 2.35 
320 Tan Lotus Button 2.00 2.35 


HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U.S. A. 














301 Gun Metal Button 


























FALL STYLES 


Place Your Orders NOW 


Safeguard On Time 
Delivery 


These shoes in your store will 


prove rapid sellers and good OAK OUTSOLE 
profit makers. 
OAK OUTSOLE 


8% toll 11% to2 OAK SOLES 
Gray Suede 
Black Suede 


-00 . 
Gen Met... : NEOLIN SOLES 


Tan Army....... 


Gun, Metal.-..... 1. GOODYEAR DOUBLE 
STITCHED WITH WELT — sane Gon 


Tan 
Tan Lotus....... 
Gun Metal....... 


DOUBLE SOLES Smoked Elk. 
PIGSKIN INSOLES 


BACK STAYS 


Nothing But the Best Oak Soles 
Used 


Nothing but the Best Grade 
Upper Stock Used in These Shoes 


THE NEOLIN SOLES ON 
THESE SHOES ARE GUAR- 
ANTEED AS TO WEAR BY 
THE GOODYEAR TIRE AND 
RUBBER CO. 


OAK OUTSOLE Terms 2 off 10 Days OAK OUTSOLE 
Gray Suede 
If Your Jobber Does Not gg =p 


Handle Write Us Direct 


E. J. RAMSEY CO. 


407-413 East 91st Street NEOLIN SOLE 
Gun , re 1.9 4206 Gun 
Tan 16 : NEW YORK CITY = & 
é * Gun Meta’ 
Smoked Elk..... 


eo 
cS) 


11 11% to2 
$1.15 
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We do not make tan suede, black suede or gray suede shoes with Neolin Soles. Misses’ sizes with an outside 
heel, one lift, price would be 71/4 cents a pair additional. Any blucher styles in boys’ sizes 30 cents a pair above 
the price of the misses’ sizes. That is, the price of the 1114 to 2. 











BOOT AND SHOE RECORDER 


March 30, 1918 


























== wn ant 
1 > 

= Ci PCT 
| (Ceu74 

) a's Se er 


People Are Thinking 


Men and women everywhere today view the shoe question with 
mixed feelings. Old buying habits are changing, customers are 
restless, uncertain and less settled in their opinions and their 
allegiance. Many find themselves raised out of the old price 
ranges, and they are looking around. 


It is a time for the shoe retailer to get down to brass tacks and 
realize that the growth of his business now depends on his 
ability to take a shoe and prove its worth by facts and 
figures. It is a time when the shoe retailer needs all the out- 
side help he can get from nationally known standards of value, 
good-will and reputation that support his own. It is a time to 
concentrate his buying on fewer styles. 


The Regal business, the Regal reputation is growing faster 
today than ever before in its history. The Regal values are 
better relatively and Regal service to the customer is stronger 
today than at any time in the last twenty-six years. The cause 
is not far to seek. 


Take, for instance, the Regal concentration policy. We con- 
centrate our three great factories on certain lasts of known merit 
and desirability, the choice things, the wanted leathers. Experi- 
ence in our own fifty-two city stores helps us to know the right 
lasts, gives us that keener sense of style which makes this 
concentration practical. 


And think what it means to Regal values to have us establish a 
perpetual inventory ‘system in our factories—saving in this way 
the six weeks’ shut-down which is customary with so many shoe 
manufacturers. 


These typical Regal achievements mean to the shoe dealer a 
quicker turnover, clean, fresh stock, complete size ranges all the 
season. It tends to bring the maker, the store and the consumer 
close together; to get fresh goods to the dealer quickly; to 
replenish his shelves often; to cut out guess work; to relieve him 
of the burden and risk of carrying heavy stock. 


All in all, the shoe dealer who really understands what people 
are thinking about. shoes these days knows that Regal shoes 
meet the situation squarely, and give him a fast growing business 
on a basis of demonstrated values. 
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Tailormaid 





Stock No. R-8089 


Dark Cordo Russia Side; Circular Vamp; Five-eye 
Oxford; Imitation Wing Tip; Center Punch; 8 Sq. 
Sole; 12-8-inch Heel; Invisible Eyelets; Perforated 
Eye-row and Vamp Line. 


AA, 44% to 7 B, 34% to 7 
A, 4. to7 C&D, 2Y%4to7 
PRICE $3.90 








This new Cordo Russia Oxford, Tailormaid, is in a class by itself. 
The last is a masterpiece. The style has been designed for the 
woman who dresses with the utmost care, | the woman who insists 


Telegraph-Order Code Word—HUPP. 











47 








(eR AN 
upon the smartest of shoes which are at the same time sensible. 














Po 2OF aie Ot 


48 BOOT AND SHOE RECORDER 























MAIN PRIZES MAIN PRIZES 
W.S.S. We Want W.S.S. 











50,000 Boys and Girls 


TO ANSWER THIS QUESTION 
‘HOW CAN I HELP MY COUNTRY? 


Write a story or essay on this patriotic subject 
and send it in to the 4th Annual Monitor 
School Shoe Contest. 

Thrift Stamps (W.S.S) Are the Prizes 
as well as pairs of the celebrated Monitor 
School Shoes to the writers of the best stories 
or essays on the patriotic subject. 


Prizes will be awarded according to the merit 
of the essay 
(See Rule No. 3 Below) 


For the two best essays 
each $15 in Thrift Stamps (W.S.S.) 
The next best 2 essays 
each $10 in Thrift Stamps (W.S.S.) 
The nexi best 2 essays 
each $5 in Thrift Stamps (W.S.S.) 
The next best thirty essays, a pair each of our 
a Monitor School Shoes (with full guar- 
antee). 


RULES AND CONDITIONS 


1. Any Boy or Girl in the United States, under the age of 
18 attending a school is eligible as a contestant. (Nothing 
to pay, just write your essay and send it). 

2. The essay shall not contain more than 300 words. 

3. Write plainly and be careful of your spelling, because 
in case of a tie, on other points writing and spelling will 
be the deciding factors. 

4. Competent and impartial judges will decide which es- 
says merit the prizes. 

5. The prize winners will be notified directly by us. We 
will also place in the windows of the Monitor School 
shoe dealers in your vicinity a list of the prize winners, 
as soon as the contest is decided. 

6. Essays must be in our office no hater than June 25th, 
1918. 

7. When the essays are finished, the contestants must 
sign full name and address in their own handwriting; 
state whether they wear Monitor School Shoes, the size of 
the shoe, and the name and address of their shoe dealer. 
(These questions are asked so that there will be no delay 
in awarding the shoe prizes.) 


MARK ENVELOPES DEPT. C. 


MONITOR SCHOOL SHOE 


66-68 READE STREET, NEW YORK CITY 
We reserve the right to publish essays which receive 
awards. 











This is the way we 
Help Our Agencies 
Sell | 


_ MONITOR SCHOOL SHOE 


Why are you 
not on our list 
of Agencies? 


MONITOR SHOE CO. 
Reade St., New York City 
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WHITE BUCK KIELY 


Can We Help You Meet 
Your White Shoe Needs? 


HE demand for white shoes, particularly 

of buck, is becoming so heavy that 
many dealers are finding themselves short. 
Let us know your needs for your misses’, 
children’s and growing girls’ trade and we 
will do all we can to help out. 


T. J. KIELY & CO. 
McKays and Welts 
Lynn - - - Mass. 





= 





GETTING MORE FOR LESS 


is possible if you do business with 
the right firms. . We can save you 
25 per cent on your insurance costs. 
See us about it. 


FITCHBURG MUTUAL 
FIRE INSURANCE CO. 


FITCHBURG, MASS. 


The city of 141 diversified industries, 
99% of which are locally owned 








HOTEL 
MARTINIQUE 


\\ Broadway, 32d St., New York 
One block from 


The House of Taylor 


ae —S 
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Equally Convenient for 
Amusements 
| Shopping or Business 
f 157 Pleasant Rooms, with 
Private Baths 
$2.50 PER DAY 


257 Excellent Rooms, with 
Private Bath, facing street 


$3.00 PER DAY 
Also ———— from 


The Restaurant Prices Are 
600 Rooms 4 Most Moderate 





400 Baths 
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AVA (Oil UO) 0D Gane WAN 


Votory “Jan ts @ 
neutral shade 
that has gaine 

acceptance because 
it encourages the 
two color standara 
set by the Commer 
ctal Geonomi Board 


Carl E.Schmidt & Co, Inc. 


Canners of the Schmidt C alf Leathers 
19) os eZ Oe) wan MICHIGAN 





SOc bic Hs 
AVsWes 0) an) ae Walal 





| Cart EB. Schmidt & Co. Ine. 


Tanners of the Sehindt Cak Leathers 


DETROIT, MICHIGAN BOSTON, MASS. 
A epresentatives 
H.B. Altenderfer A.J. & J.R.Cook 


4 Philadelphia San Grancisco 
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Making a Rubber Soled McKay Shoe 
(At left.) Parts of the McKay lasted 


vulcanized rubber shoe: Left row: lining, 
tongue, eyelet row stay, moulded fibre 
counter, box toe, combination shank. 
Centre: finished boot, cross section, insole, 
filler, slipsole, outsole. Right: quarter and 
vamp with eyelets, quarter, canvas covered 
wood heél, toplift, foxing. 


Parts in the Making of a Tennis Shoe 


(At right.) Left: eyelet row stay, lining, 
foxing. Centre: quarter and vamp cemented 
for foxing, vamp, finished product, insole, 
filler, slipsole, outsole. Right: eyelet row 
stay, lining, tongue, toecap, counter. 





Vulcanized Foot- 
wear in Stylish 
Patterns 





The Latest Major Development in Mid-Summer Footwear 


cm 

 y is claimed that the cemented tennis shoe was the 

first genuine American departure from conven- 
tional footwear, and was pronounced an emancipation 
proclamation for the feet. Cool, easy, flexible, its in- 
troduction was hastened by its comparative cheapness, 
and though named “tennis shoes” and intended first 
for racing, sports and gymnastics, they soon gained a 
popularity far beyond the expectations of the original 
manufacturers. 


When Tennis 
Lines Slumped 


Tennis shoes have varied materially in public esti- 
mation, and for good and sufficient reasons. Low 
priced as they were when first made, they were excellent 
value for their cost, giving full service. But as their 
“popularity increased, the field broadened and producers 
made first, second, third, and even poorer qualities, 
and about 1890 manufacturers of leather shoes en- 
tered the field with competing goods, leather soled can- 
vas shoes, and sales dwindled. In 1895 all the tennis 
shoes sold by the leading company were made in one 
department of a single factory. 


How Style Revived 
the Tennis Shoe 


But a few years later the demand had revived, and 
has grown steadily since, and some of the companies 


now. making them count their product up into the 
millions of pairs. 

There was good reason for this. Instead of making 
shoes to sell at the cheapest possible prices, the manu- 
facturers decided to improve the quality and add style 
to their product. It was a successful move and the re- 
sult proved its justification. 


Complexities in 
Tennis Manufacture 


The cemented tennis shoe is far from a simple af- 
fair. An examination of the illustration shows the 
number of parts which must be put together by hand, 
a matter of a score or more operations. 

This process, however, is but a portion of the work 
necessary. To prepare these pieces requires the wash- 
ing, grinding, compounding, calendering of the rubber, 
the cutting of the soles, the dieing out of the different 
pieces, the assembling. Then when the shoe is formed, 
it must be starched, the sole varnished, then the shoes 
are vulcanized, and the final inspection, packing and 
shipping, brings the completed shoes to the shoe 
merchant. 


A New Type 
Now Developed 


The inroads on the tennis trade of the McKay 
sewed shoes have led to the manufacture of an entirely 
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Trade Mark Reg. U. S. Pat. Off. 


ARNING: Nedlin Soles 
come only as so/es—never 
in sheets—and a/ways are brand- 
ed Neolin. Some salesmen may 


innocently try to convince you 
that this is not true. They are 
wrong. 


TOCKING and asing Wing- 
foot Heels in your repair 
shop is good business—simply 
because it 1s good business to 
give your customers the best 
possible value for their money. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 


Neslin Soles 
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new line of canvas top rubber soled shoes which are 
termed welt shoes, not because they are made on the 
welt principle, but because they approach very closely 
in appearance to the type of leather shoes made with 
a welt. These are made by a combination of the proc- 
esses of both the before-described shoes, resembling 
the McKay process in the lasting, but cementing or 
vulcanizing on the soles, but without the strip foxing 
which distinguishes the cemented tennis. 

Shoes made by this process vie in contour of out- 
line and detail of finish with the beauty of the summer 
outing shoe, and those factories which are placing them 
on the market are overwhelmed with orders for these 
lines for the summer of 1918. 





Greater Flexibility in Shoemaking 


Quality the Key to Permanence of New Develop- 
ments in Materials 


By CHAS. E. GAFFNEY, H. E. Locke & Co., Boston. 
The human foot was not designed to be confined in 
a rigid case, nor was it designed for hard pavements 


and macadam. Foot troubles 
demonstrate this on all sides. 1 
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Adapting Leather to 
Human Needs 


Dr. Edward H. Bradford, Dean of the Harvard 


- Medical School and a noted orthopedic, says: “Few 


people realize the extent of the weakening effect of 
modern shoes. The foot is laced into a stiff leather 
box and the result is that the muscles atrophy and the 
ligaments are weakened. Flatfoot and other troubles 
develop.” 

It hardly seems possible that even the most enthusi- 
astic believer in leather should dare assume the atti- 
tude that nothing can ever be produced that will be 


. better adapted for this purpose. Such an attitude is 


stagnation. The courage to smash custom and to 
accept improvement has made possible all progress. 
Problems of this kind are never settled over night. 
They are worked out slowly. The adaptation of leather 
to the shoe and the skill and even the requirements of 
the design, show an art long in development. Without 
doubt, we can adopt an improved product and, without 
doubt, we have the skill and after a reasonable use will 
properly adapt this improved product even better to 
our needs. 


x 





The foot is formed of a 
series of small bones, built 
in the form of transverse 
and converse arch and heid 
in place by strong muscles, 
tendons and ligaments. It 
is necessary to give these 
proper exercise, that they 
may function. We have need 
of a softer, more yielding 
foot bottom than those in 
common use. 

Dr. Higgins, chief surgeon 
in the recent research and 
survey of the feet of the New 
York policemen, said: “The 


erations has gradually lim- 
ited the motions of the foot 
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STYLES IN VULCANIZED FOOTWEAR 


Green satin oxford with correct heel in same ma- 
use of shoes for many gen- terial. Sole vulcanized upon upper. Specialty by 


Converse Rubber Shoe Co., Malden, Mass. 


A Handicap for 
New Materials 


Our experience thus far 
has taught us that the de- 
mand for additional and im- 
proved sole material has al- 
ready and will be further 
met by a flooding of the 
market with materials both 
suitable and unsuitable. Ex- 
tensive advertising cam- 
paigns, aggressive sales or- 
ganizations, attractive prices 
and other marketing agen- 
cies have already called at- 
tention to many products, 
but the permanency of this 
business will be dependent 
on the adaptability of the 








until a perfectly normal foot 
is seldom seen among 
adults.” He further adds that a proper shoe is one which 


is flexible enough to allow the foot to be moved freely - 


in all directions and that a flexible arch is desirable. He 
pleads for free muscular action of the foot. We need 
the velvety tread of the sod. Leather shoe bottoms 
absorb moisture, become wet and soggy, or dry out and 
become stiff and hard. Leather is suitable only because 
it is workable and because it wears. The change is 
coming, not only because something else is more suit- 
able, but because economic conditions demand another 
product. ‘ 


= goods produced and the 
satisfaction given. 

The disappointment resulting from experience with 
unsatisfactory goods has caused an increased conserva- 
tism along these lines, because those who must shoulder 
the blame have been too ready to listen to price and 
demand, rather than to insisting on a quality which 
would give a permanent satisfaction. 


Conditions Favor 
Shoe Progress 


Economic conditions are such that from now on an 
improved sole is a permanent proposition, but many 
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In Stock 


In Chicago 
THE VANDYKE 
0312—-Sumach Brown Russia 
Calf (Gajiun’s No. 26), $4.15 
0333—-Black Guan M se al 


Solving the Price Problem 


te the subject of wholesale 
prices for Fall and Winter 
shoes : 

We know, as we have already 
said in this series of advertise- 
ments, that it is practicable— 
and necessary — to produce 
Men’s shoes of dependable qual- 
ity and style to retail at consid- 
erably less than nine to twelve 


dollars. 

Correct production methods make 
them possible, and—most important 
of all—the public demands them. You 
cannot safely fly in the face of a 
definite public clamor. 


To produce men’s shoes. to retail at 
five to eight dollars, as Bates Shoes 
do, and still have actual, provable 
style, quality and wear, as Bates Shoes 
have, requires just this: 


Constant day-and-night planning, 
closest contact with the raw-materials 
markets, and a skilled factory organi- 
zation in full sympathy with the policy 
of making its product the best mer- 
chandising proposition obtainable at 
the retail outlets. 


So, the Bates Shoe policy declines to 
ride the wave of fancy prices, but 
stands squarely for excellence of mer- 
chandise values—taking and giving a 
normal, sure, deserved profit. 


Bates Shoes Five to Eight Dollars 
A. J. BATES COMPANY 


FACTORIES 
AND GENERAL OFFICES 
WEBSTER, MASS. 


CENTRAL DISTRIBUTING HOUSE 
328 W. MONROE STREET 
CHICAGO, ILL. 
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will make the mistake of adopting a product which 
will be more easily salable temporarily, but which will 
fail to cause resale because it does not give satisfaction. 

An examination of both new and worn shoes will 
suggest that the following points should be kept in 
mind: Does the sole spread and the shoe lose its shape? 
Does the unevenness of the path hurt the foot? Does 
the sole retain its edge finish? Does it feel and wear 
well? 

The term “fibre-sole” has been adopted almost uni- 
versally. Such soles need to be branded, otherwise there 
is no way of distinguishing them. One may see the 
fibre in Loxsol; you may have it branded, or you may 
use your own brand; Loxsoled shoes look as well as 
leather, new or old; feel better than leather, and wear 
as well under normal conditions and as long. It will 
take a few weeks’ wear before the foot feels normal with 
a sole that exercises muscles heretofore little used, but 
after the foot begins to gain this exercise, the muscles 
will so strengthen that they will exercise their proper 
functions and prevent fallen arch and other foot 
troubles. 

Loxsol heels are a cross between a leather and a 
rubber heel, with the good qualities of both left in 
and the poor qualities left out. 





The Two Important Processes in 
Fibre Sole Making 
By C. H. OAKLEY, Essex Rubber Co. 
In the compound room the proper proportions of 
rubber, vulcanizer, filler and pigment are carefully 
weighed and sent to the millroom. A mill is formed of 





In the Compounding Room 


two smooth horizontal rolls running at unequal speeds. 
They may be cooled or heated by introducing water or 


steam into their hollow interiors. The action of one roll 


with reference to the other is to produce the same mo- 
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tion as that in kneading bread. By manipulation the 
different substances are thoroughly mixed and inter- 
mingled, and when so mixed are called a “batch,” 
amounting to from one hundred to two hundred pounds. 





In the Cure of Soles 


The process of vulcanizing is one of the two import- 
ant and vital steps in the making of a fibre sole or heel. 
The vulcanizing, or cure, of a sole or heel must be the 
result of the proper temperature, kept steady for an 
exact amount of time. It is at these two points of 
manufacture that the experience and reliability of a 
manufacturer has its effect in producing a first-grade 
sole or heel. 





Bonus to Shoe Machinery Workers 


A bonus system has been adopted by the Standard 
Shoe Machinery Co., Lawrence, Mass., whereby the 
employees of the company receive 10 per cent bonus 
on earned wages, payable the first payday in each 
month. The first bonus was paid Feb. 2. The bonus 
was granted to encourage the employees of the com- 
pany to work full time. 





Home From the War 


Maj. A. A. Durkee, formerly with J. J. Grover’s Sons, 
Lynn, and later superintendent of a Canadian shoe 
shop, is now in Lynn, after three years’ active service 
with Canadian troops in France. 





Phone Girl for France 


Miss Jeanette Couture, telephone operator in the 
factory of Williams, Clark & Co., Lynn shoe manu- 
facturers, is going to France as a telephone exchange 
operator in the American service. 











Ss 
LY 
5 











ST LM eM | TT Numuiif 100000 A 








TT TA St Wn eee Je 









Makers 


Sinith Brigcoe Shoe Ge Inc. 
Pate 


yo LL agree that 
there must be a 
good reason for an in- 
crease in our last 
month’s business of 
87% over last year’s 
record. 

There is—a good big 
reason — better styles 
and better values than 
ever in Steadfast shoes. 
Let us send you our 
nearest salesman. He’ll 
show you the entire 
new line—and you’ll be 
under no obligation to 
buy. 


Good Shoes 


‘or Sfen 
rginia 


mii hynagcoe (Cen) 






No. 6806 
Prado Last 
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_— 501 
Ready to 
Ship Today 


Style 501 is a beautiful 
white kid 81-inch Lace 
Boot—low heel and white 
ivory sole—welt— 


C 21-7. 


Price 






WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE. 
St. Lours, Mo. 
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DAVID REED, MGR. 


The one hotel internationally 
known as headquarters for the shoe 
and leather trade. : 


accommodation, 


In point of 
service, convenience and atmos- 
phere for big business, this hostelry 
excels. ; . 


BOSTON 
MASS. 
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A SAFE LINE TO BUY 


It Is the High-Grade, Uniform Workmanship, Pair After Pair, Season 
After Season, that Has Made Johnson Bros. Shoes So Favorably Known. 


There Are Two New Lasts in Our Fall Line and Several Shades - of 


Cloth Tops that Have Never Been Shown Before. You Should Surely 
See These Shoes! 


a > 


Black Kid Lace Boot, With High A Sensible, Good-Wearing Boot On 
Louis Heel, On Our New 110 Last Our New Low Heel Last. 












SALESMEN NOW ON THEIR TERRITORIES 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL, MAINE 





Helping Your Windows 












VERY time you display Keds in your 
windows you are tying up with many 

thousands of dollars in magazine and news- 

paper advertising—that doesn’t cost you a 

penny. 

You are also helping your reputation for 

Thess. sialten selling highest quality goods—in this case 


srt ae each the highest standardized canvas and rubber 

SAE soled shoes 

Ted i There isn’t a dealer—no matter how large 

graphed in ful or small—who can’t make good use of the 

neva arc handsome window display units we've 
prepared. 











| Identify Your Store With 


- 
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This Keds shoe 
stand is 18 inches 
high and 9% 
inches wide—also 
lithographed in 
full colors and 
substantially 
built. 


A full set of 
posters and the 
display stand will 
be sent free to 
every dealer—ex- 
tra stands cost 
only 25c each, 
postage prepaid. 


Keds ome @ 





A LITTLE more than a year ago Keds 
- were unknown. But after last summer’s 
big drive in the leading magazines Keds are 


now a nationalized standardized KNOWN 
QUANTITY. 


Keds are to be even more strongly advertised this spring 
and summer---We have likewise enlarged our manufac- 
turing facilities and extended our range of styles. 


Don’t wish you had ordered Keds when it’s too late. 
Hundreds of dealers decided to stock them too late last 
season. 


Remember—Keds are made in three grades, “National,” 
“Campfire” and “Champion”—For the whole family 


United States Rubber Company 
New York 
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Salesmen Are Now on the Road with Our a: 
New Line of Samples for Fall, 1918 





Our samples are made according to Commercial Economy Board in- 
struction. 


Buy Fall orders early from salesman, as transportation is such he can- : 
not call twice. ; 


All manufacturers’ output has been reduced on account war conditions. 


Buy early and keep the shoe makers in the trade or output will be 
further reduced. 


Card will bring salesman now. - 


THE SCHEIFFELE SHOE MFG. CO. 


CINCINNATI, OHIO 











— Ol L———— ee eee oar 


THE PRESTON B. KEITH SHOE CO. 


MANUFACTURERS New York Office 








Here’s One on Our “‘Royal’’ Last 
That Gets ’Em All the Time 


Stock Numbers 


148—Cordo Calf Bal....$5.00 
149—Gun Metal Bal..... $4.25 


Hundreds of pairs of this model are being worn by 


“Konqueror” enthusiasts with great satisfaction. 


Send for Catalogue 





B o Barelay Building 
O67 teen teseet Brockton [Campello Station] Mass. ean: an 
Room 207 N. B.—Interest yourself in Unlocked Process Shoes 299 Broadway 
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ARAMOUNT} 


LEATHER. 


L doesn’t pay to accept any - patent leather 
in ordering shoes for style wear. 


y 





There’s most generally a come-back from 
the customer, if you’re not particular to 
specify a patent leather that’s proved its de- 
pendability—year after year. 


We couldn’t think of a better name than “2 
“PARAMOUNT” when we started making - 
patent leather. It just fitted our standards of = 
“nothing but the best.” 


“PARAMOUNT” Patent Leather has kept 
pace with progress, and is today the most de- 
pendable leather to specify. 


THAYER-FOSS COMPANY 


BOSTON, MASS. 








. 
. 

oe 

“% 
< 
> 


Also makers of 
“Beaumonde” ‘Colored 
Patent Leather and 
White Buck Sides 











F Johansen Shoes were merely shoes 
there would be no occasion for this 
advertisement. 
But, there is about them that refinement of 
quality that goes with taste, and that un- 
usual becomingness that goes with a fetching 
gown. These things make women desire 


them. 


Then, there is in them a sterling goodness 
not found in common shoes—a worth be- 


yond the price. This makes the dealer 


appreciate their value. 


Are YOU a Johansen dealer? 


JOHANSEN BROS. SHOE CO. 
Makers—Women’s Shoes Exclusively 
SAINT LOUIS 

















March 30, 1918 - BOOT AND SHOE RECORDER ; 61 


























Pr ee Soles are sold to shoe findings 
jobbers and to shoe manufacturers in 
just one form: as so/es—never in sheets— 
and always are branded, on the shank, with 
the single word, Neolin. We believe this 
plain identification serves as a sole-quality 
safeguard for all concerned in the making, 
selling and buying of shoes. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 


Medlin Soles 


Trade Mark Reg. U.S. Pat.Off 
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Sterling 
Americans 
GENERAL ULYSSES S.GRANT 

Born Apr.27, (822 Died July23,1885 


President of the United States 
1869 -(877 
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| Propose to Fight It Out on This Line if It Takes All Summer 
Such was Grant’s ringing message from the battlefield, and the victories of his 
brilliant generalship left carping critics forever silent. Ulysses S. Grant, son 
of Jesse the tanner, from humble circumstances became the savior of a nation, 


its honored chief executive, and one of the greatest sterling Americans. 
His indomitable courage and perseverance conquered all difficulties. 


Www 


Our determination to produce the best shiny leathers in the world has 
resulted in Sterling Patent Colt and Sterling Patent Kid. Shoe retailers 
and manufacturers, who insist upon these leathers, reap the benefits of 
unimpaired Quality in a harvest of satisfied customers. 


Sterliiiy Golt Stecliig Kid 


BRISTOL PATENT LEATHER COMPANY, BOSTON, MASSACHUSETTS 
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You make the greatest | 

; u 

part of your profits by | 

‘ U 

= making frequent turnovers | 
! of stock. The more youcan Jf 
| turn your money over, the : 
| more money you make. Advertised  l[l 
; DANIEL GREEN trademarked merchandise like Comfy | 
I COMFY slippers sell quickly. That means fF 
| Sli frequent turnovers. In buying Comfy : 
L Ipper S slippers you never buy unsaleable | 
TT —_Natj ll goods. The advertising we do brings T 
= ationany customers to your store for these slip- If 
Advertised pers. Your trade calls for them. The | 
demand is created. Thus waste is ff 

eliminated and a great chance for loss’ Il 

is avoided. | 

| Daniel Green Comfy Slip- | 
6) pers are worn every day in fj 
aiid the year. Hence they are I 

| “=== saleable the year ‘round. | 
[ a 
1 Dans ; 
| Daniel Green Felt Shoe Company | 
] 117 East 13th Street, New York City ] 
- Of Coed || iit alll 
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Fashion decrees that such and such a color shall be 
worn this season—and it is. Next season it eliminates 
this same color and designates something else. 


But there is one color that holds sway season in and 
season out, and even the decrees of fashion cannot dim 
its popularity—and that is WHITE. 


That is why it is a certainty that there will be many 
white styles worn next Summer—with one difference— 
the majority of styles will embody BEECHWOOD, the 


purest of white cotton shoe cloths. 


BEECHWOOD has the silky, smooth, white texture 
of kid, with a pliancy and strength that will stand every 
strain the foot subjects it to. 


We would like you to look over samples of BEECH- 
WOOD and assure yourself of its wonderful qualities. 
Once you have done this, we feel sure you will specify 
BEECHWOOD from your manufacturer on next 
Summer’s styles. 


Shall we send samples? 


A Caution—For your own protection 
and your customers’, warn them 
against the use of cleansers contain- 
ing bleaching acids. They will rot 
or burn ANY cotton shoe cloth. 
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BUENOS AIRES, ARG. 





176 Williams St., New York City 


© || BOSTON MONTREAL, CANADA ST. LOUIS, MO. 
SAO. PAULO, BRAZIL 
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TO THE TRADE 


We are satisfied that many 
merchants are skeptic on Neolin 
soles from the fact that they possibly 
have had some that were improperly 
made and the wearing qualities 
ruined in the construction of the 
shoes. We are Pioneers in the use 
of Neolin Soles and last season 
delivered more than 100,000 pairs of 
Neolin soled shoes for children, 


misses and growing girls made by . 


the Riley Special Process with 
fewer complaints than from leather 
soles. This warrants us in urging 
you to throw off the yoke of preju- 
dice and get the benefit of an in- 
creased business which is sure to 
come from the sale of Neolin soled 
shoes for children. A Catalogue 
and prices for the asking. 








Full leather slip-sole 


A Great Advance in Shoemaking 


Neolin 


RILEY’S SPECIAL PROCESS 


HAS SOLVED THE PROBLEM 
We have in Stock Growing Girls’, Misses’ and Children’s 


SHOE 


with greater durability 
—at attractive Prices. 







No. 1383, 2% to 7, $3.10 


THE RILEY SPECIALTY SHOE CO., COLUMBUS, OHIO 
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March 30, 


WOMEN’S STRAP SLIPPERS AND 
OXFORDS, IN GRADES, $1.50 to $2.75. 


Our sales of strap slippers for the first quarter have just doubled our 
1917 figures for the same period. 


There must be a reason for this increase. 

Let us send you our In Stock Catalog, No. 12, which may perhaps ex- 
plain it. 

“IN STOCK SERVICE” really means something at the Evans Factory. 


WAKEFIELD. MASS. 


AN AMBITIOUS RETAILER 


called to ask our opinion regarding his opening another 
store. 


A study of his statement and our ledger information 
disclosed the fact that his finances did not justify the 
venture. 


We showed him that he was sure to fail if he under- 
took the second store, and he left us, grateful for the 
advice and guidance that we had given him. 


By helping retailers we are helping business. 


The Credit Clearing House 


“ Builder of Better Credits ”’ 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 




















NON-CROCKABLE LININGS 


Will not stain the hosiery 
Samples of New Shades 
sent upon request 
New York Office, 165 Spruce Street 


Mullins, Trowbridge & Company 
38 South St., Boston, M 


Trostel Leather Company 
22 Andrews St., Rochester, N. Y. 


Cincinnati Office 
Powers Building 
8th Street 








Are You Shoeing Enough Feet 
to Make Your Business a Success? 


You may have a good store, a splendid stock, a 
fine sales force, reliable styles and reasonable prices 
BUT what's the use of it all if the people who wear 
and buy Shoes don’t know of you and your store? 


You’ve Got to Advertise 


—but don’t worry. The Merchants Business Build- 
ing Shoe Service furnishes you with cuts, copy, feature 
stunts, including the copyright monthly Shoe Fly 


- feature, together with sales’ suggestions that will tell 


you definitely how to get the greatest results with the 
least cost. 

This is an exclusive Shoe Service for one merchant 
in each town. Pin this ad to your letterhead and 
send for full free information NOW. 











Absolutely Fireproof 


Hotel Chelsea 


West Twen' res. fice Avenue 


500 ROOMS EUROPEAN PLAN 400 
Room with th, $1.00 and $1.50 
Ss —— wag bg vate eg 33.00 and ward 
a 
Club reakfast, 25c up. La és co. 
Table d’Hote up. Cafe attached 
‘To Reach Hotel Chelsea 
From Pennsylvania a Seventh Avenue car south to 
Twenty-third Stree’ 
Grand Central, Fourth , a car south to Twenty-third 
Reading, Baltimore & & Gao 
Valley R. R. St tal 'wenty- 
this | treet aeneve oom _ io Hota Chelsea . 
51 ‘oot West -third 
Twenty-third Street Went Twenty a 
WRITE FOR COLORED MAP OF NEW YORK 


BATHS 




















FYotel La Salle 


Chicagos Finest Hotel 


AN Roads — to Chicago 


Hotel Ip Salle 


A central point from which all 
Chicago’s activities radiate 


N the heart of Chicago, “the great national ter- 
minal,”’ stands Hotel La Salle—justly representa- 
tive of its progress and adequate to its demands. 





Here, every day, you may meet men and women promi- 
nent in world-affairs who appreciate the extra refine- 
ments of service. 


RATES 

One person er day Single room with double 

Room with anetet ‘bath : bed $4, $4.50 and $5 
and $3 R 
Room with private bath 7 ey oe 
$3, $3.50, $4 and $5 
Two persons Per day 

Room with detached bath 
$3, $3.50 and $4 

Room with private bath— 


1026 rooms—834 with private 
Double room $5 to $8 bath 


Ernest J. Stevens, Vice-Pres. and Mgr. 
The only hotel in Chicago maintaining floor clerks and individual 
service on every floor 


La Salle 
a a 

Madison 
Street 


Chicago 
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HEELS 


New Style 
New Service 


New Rubber 


greater degree of comfort, service 


N< rubber heel yet made affords a 
or satisfaction than USCO Heels. 


The efforts of the rubber heel manufac- 


turers to overcome the faults of the old 
style heel have been many and varied, but 
confined mostly to securing a correct con- 
cave. For it was realized that a proper 
concave would give a perfect joint without 
the use of cement. 

The result has been a great many styles of heels 
with varying degrees of concave, some so extreme 
as to produce a strain on the nails which eventu- 
ally loosens them, opens the joint, allows water 
and grit to seep in and thus defeat its own 
purpose. 

















HE concave of USCO Heels is one 

of the particular points of merit. 

It has been mathematically calcu- 

lated to an exactness that makes the faults 

found in other heels of this type impos- 

sible. The concave on USCO is just 

enough to hold the rubber firmly against 

the leather heel, but not sufficient to draw 
or loosen the nails. 


USCO Heels are not only quickly attached but 
give a perfect and permanent joint without the 
use of cement. The placing of the nail holes has 
been so carefully studied that they give the 
maximum trimy without reducing the holding 
power, and when the heel is attached there is no 
bulging, but a smooth, flat tread. 


Specify USCO Heels in ordering rubber heeled shoes from your manufac- 
turer. The satisfaction which results from USCO Service will be the best 
argument we can offer for giving them a permanent place on your orders. 
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of Fibre Sole 








No fibre soled shoe sells so easily as one bottomed 
with Rinex Soles of Oak Color. 

For while they are frequently mistaken for 
leather they are hardly ever mistaken for rubber. 
You can safely say of them to your customer: 
“No one but yourself will ever know that you’re 
not wearing leather soles—and yet they combine 


One Brand 


We make but one quality of Rinex Soles—no 
seconds—no thirds—for there can only be one 
quality worthy to bear our One Brand RINEX, 
which signifies the best fibre sole to be had any- 
where at any price. 


So, if you specify Rinex to your manufacturer you’re 
sure to get the one unvarying Rinex quality. 


Qna 





i 


all the qualities of both leather and rubber, al- 
though they are neither one.” 


“Rinex Soles of Oak Color typify the nearest 
approach to fibre sole perfection as yet attained. 
Their distinctive leather coloring and increased 
wearing qualities unfailingly distinguish them as 
the true super-soles.” 


One Quality 


Which is safer to use—-a sole made as we make 
Rinex—bearing our quality standardizing brand, 
or one bearing either no brand at all or a shoe 
manufacturer’s trade mark? 

Rinex carries the quality pledge of a company whose 
business creed is “quality first” always—a reputation the 
sole wearing public fully appreciate. 


Standardized by the Largest Rubber» 
Manufacturer in the World 


We will improve Rinex Soles as new and better 
processes and materials are developed. 


Our chemists and production experts are continually striv- 
ing for betterment in all our products. 


United States Rubber Company 


Sole and Heel Department 
60 High Street, Boston 


1790 Broadway, New York 


At any rate we want to emphasize this one fact— 
Rinex Quality will never be lowered. 


Rinex Soles are here to stay and to steadily win the confi- 
dence and preference of every man, woman or child who 
wears them. 





I 
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MARSHALL SAMPLE TRAY 


HWE LINE WITH A RECORD FOR acaaaaaias 





“On Active 
Service” 








No. 0893. Cherry Russia Civilian Bal, Circular Vamp, 
Plain Toe. Combination Civilian and Military Types 
on the “Tell Me” Last. 


C:'S*MARSHALL:> COMPANY 


GROCKTON , MASS. 














LEATHER 


PUTTEES 


COLT one-piece, highest grade leather puttees set a leading 
standard. 

Handsewn reinforced leather straps add to the durability 
that real hard service demands. 








Canvas puttees are 
moulded over form-fit- 
ting patterns, just like 
leather puttees. As- 
sures styles, and fitting 
qualities which are 
highly appreciated. 


Leather puttees can be 
had in following stock: 


Imitation Pigskin, Hog 
Grain Cowhide, Ma- 
hogany Cowhide, Gen- 
uine Pigskin, Calfskin 
and Genuine Shell Cor- 
dovan. 


Every Pair Guaranteed 
Buy COLT’S and Be 
Contented 











Prompt Deliveries 


Send a trial Order 


COLT-CROMWELL CO. 


151 WEST 36TH STREET, NEW YORK, N. 
Booklets Furnished on Request 

















. 
Rae PS LET 
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The Rubber Realm 


Weekly Market Review Covering Rubber Footwear and Allied Lines, 
Rubber Supplies and Prices 


Boots and Shoes 
Retail Trade Over 


The rubber trade is over for the season as 
far as heavy goods are concerned, but there is sure 
to be a demand for light goods, mainly women’s sandals 
and footholds for the Spring months at least. Mean- 
time the mills are pushing production on next Fall’s 
output, and will keep busy, with a possible lay-off of 
a week or two in mid-Summer. 


TENNIS 

LINES 

Deliveries Constant Although the factories 
But Still Behind Orders have been running to full 
capacity on tennis lines ever since last September, there 
is no let-up in production, and there are orders still 
on hand which must be filled. Every year shows an 
increased demand, and as the manufacturers are con- 
stantly improving tennis lines in style, quality and 
process of manufacture, this year is likely to capture 
the record from 1917. The retail call is already started, 
and will soon be general. 


CRUDE 
RUBBER 
Speculative Business Last week there were 
Causes Price Fluctuation some sensational reports 
of a heavy advance in spot quotations, and these were to 
a certain extent justified, because some houses actually 
advanced their selling prices. It was only a flurry, how- 
ever, and quotations gradually settled back again by the 
time real sales were made. Spot quotations are given be- 
low. Forward quotations for first latex and pale crepe 
are respectively 57 and 56%%4c for April arrivals; May 
and June 5c less, and July-December 54 and 52c for the 
two grades. Para and other South American varieties 
slightly lower, with but little business of consequence. 
We quote spot prices: First latex pale crepe smoked 
sheets, 60c; brown crepe, 50 to 50%4c; upriver fine para, 
60c; islands fine, 47c; upriver coarse; 35c; islands coarse, 
23-23'%4c; caucho ball, 34c for upper, 32c for lower; 
cameta, 23 to 24c; centrals and Mexicans, 35 to 37c; 
guayule, 27 to 28c. 


SCRAP 

RUBBER 

Prices Somewhat The advance in crude rubber the 
Lower middle of the week gave the 


scrap rubber men a hope that the steady decline in 
scrap prices might be stopped, but up to present writing 


no great amount of business has been noted from re- 
claimers, and some sales are reported at dealers’ buying 
prices of a week or two ago. Rubber boots and shoes 
are now quoted to collectors at 8% to 85c, trimmed 
arctics 6% to 7c and untrimmed arctics 5%c. 


Rubber 
Notes 

With the new boot repairing unit of the Quarter- 
master’s Corps at Camp Meigs, Washington, D. C., are 
quite a number of rubber workers from Naugatuck, 
Conn. 

The affairs of the Walpole Rubber Co. have finally 
been settled. The receivers ran the plant and disposed 
of the assets to such account that the creditors received 
95 per cent of their claims against the concern. 


F. A. Seiberling, president of the Goodyear Tire & 
Rubber Co., recently paid a visit of inspection to the 
cotton plantation near Phoenix, Arizona, where the 
company is to raise special long staple cotton for use 
in its manufactures. 


The Converse Rubber Shoe Co. of Malden has in- 
sured every one of the workers in its employ to a sub- 
stantial amount, the company paying the premiums. 
This is another instance of the interest the officers of 
this company are taking in their employees. 


A meeting of the Scrap Rubber Division of the. Na- 
tional Association of Waste Material Dealers was held 
at the Hotel Astor, New York City, Tuesday, March 
19, but no business of special importance was transacted. 
David Feinburg, Chelsea, Mass., is chairman of this 
division. 

The rubber shoe trade of South Africa is practically 
monopolized by American manufacturers, in part owing 
‘to the export embargoes of the warring nations. 
Whether this monopoly will continue after the war is 
over is a matter. of some importance to those who now 
have that trade. 


The small town and suburban papers in New England 
contain advertisements for girls to learn rubber foot- 
wear making. Some of them offer good wages from 
the start, others insure sufficient remuneration to pay 
board while learning, and liberal pay when the appren- 
ticeship is completed. 


New Shoe Stores 


G. L. Vermore, Obert, Neb., shoe dept. 
The Value Store, Austin, Minn., shoe dept. 
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Approximately 5,000 shoe dealers are BEACON Agents. 
These men have been quick to recognize shoe values. 
They appreciate, also, the far-from-the-ordinary kind of 
dealer co-operation that BEACON headquarters offer 
them. They are men who invariably make money. 





HOYT Quality, possible through 
large production in a favorable 
location, is “PRESENT AND AC- 
COUNTED FOR” in the new 
BEACON line for Fall. 


Price Range 
$3.00 to $5.50 


IF-M-HOYT SHOE CO) 


-MANCHESTER-:--N-H- 
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Show your customers our Star trade-mark 
on the heel of every “Star Brand” Shoe. 
Tell them what it stands for—skilled 
workmanship, correct style, best materials, 
all-leather—no substitutes. 


Tell them “Star Brand” are the most 
economical shoes they can buy—that they 
cost less per month. 


These selling points are daily winning new 
“Star Brand” buyers, for, as shoe prices 
soar, consumers are demanding the utmost 
in wear for their money. This they get in 
honest, all-leather, “Star Brand” Shoes. 





We invite correspondence from dealers who are 
interested in securing this salesmaking “Star 
Brand” line. Write for Catalog No. 33—or 
salesman. 





ROBERIS, JOHNSON § RAND 


MANUFACTURERS Branch of International Shoe Co. ST. LOUIS 


St. Louis, Mo. 
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News in Shoe Markets 


Manufacturing and Merchandising Developments in America’s Shoe Centers 


CINCINNATI 


CUTTING FOR EARLY 
FALL DELIVERIES 


Progress in The local shoe factories are 
Cincinnati Factories putting the finishing touches 
to their Spring and Summer footwear output, and will 
have all pending orders disposed of in most cases by 
April first. Some few have completed their runs and 
are turning their attention to the making of footwear 
on duplicate and size-up orders. 

Several of the larger shoe manufacturers have also 
booked orders for Fall and Winter footwear, of the 
staple variety, and cutting will shortly begin on these 
for deliveries said to be dated July first. Those of 
the manufacturers supplying the shoe merchants with 
an in-stock service are likewise busy, keeping ahead 
of demand upon them for rush shipments of footwear. 


Many Visiting 
Buyers in Market 


Every shoe manufacturer reports a larger number 
of visiting shoe merchants in this market this season 
than heretofore. The past week saw quite a number 
here, looking for footwear that can be shipped at once. 
Recent visitors were Max Landau, Clarksdale, Miss.; 
Ernest LeCompte, The Bootery, Oklahoma City, Okla.; 
Mr. Rowe, of L. H. Field Co., Jackson, Mich.; Ernest 
Palmer, of Palmer Shoe Co., Charleston, W. Va.; W. 
D. Kincaid, Knoxville, Tenn.; H. H. Cooper, of 
Carlat’s Bootery, Kansas City; Jerome J. Sholem, of 
Sholem’s Shoe Stores, Paris, Ill.; Mr. and Mrs. William 
Rhoads, Dana, Ind.; John Eakin, of Rutledge & 
Eakin, Fayetteville, Tenn.; H. C. Brandle, Chillicothe, 
O.; Harry Schnachter, Williamson, W. Va.; Mr. 
Berglen, of Spokane Dry Goods Co., Spokane, Wash.; 
Mr. Downing, of Charles Williams Stores, New York 
City; Mr. Hill, Carrollton, Ky- 


Good Outlook for 
Spring and Summer 


Spring and Summer demand looks prophetic of 
strength that will overmatch the available shoe supply 
now nearly complete in production so far as the manu- 
facturers are concerned. The wholesale houses, how- 
ever, are reveling in the demand made upon them dur- 
ing this month, and next month’s orders should be 
even larger. The call for women’s oxfords with Louis 
neels, in kid leathers, brown and gray colors, is already 
a dominant note for early Spring retail selling. Kid 
boots in the same colors, with a light demand for 


whites, are also a factor. Pumps will have their 
inning a little later with warmer weather. 


Protective Insurance 
for Employees 


The Krohn-Fechheimer Company demonstrated the 
benefits of the employees’ protective insurance this 
week by paying to a sister of Regina Logan the sum 
of $500.00, due to the death of the latter about two 
weeks ago. Miss Logan was in the employ of the 
Krohn-Fechheimer Company. She had made her un- 
married sister, who is employed by the Sam B. Wolfe 
Shoe Company, her beneficiary. 


Krohn-Fechheimer 
Personalities 


Marcus Rice, of the executive force of Krohn- 
Fechheimer Shoe Company, married Miss Jane Kuhn 
on Saturday, March 23rd. Mr. Rice is still connected 
with the Krohn-Fechheimer Company, but during the 
past few months has been giving his services to the 
government in Washington, where he is now connected 
with the quartermaster’s department, shoe supply 
division. 

Irwin Krohn, of the Krohn-Fechheimer Company, 
who is in government service in Washington, returned 
home for a week-end visit Thursday, March 2\st, re- 
turning to Washington on Sunday, March 24th. 

A. C. Christopher, general manager Krohn-Fech- 
heimer Company, is in New York City on a buying 
trip for his company. 


Visitors at 
Helming-M cK enszie’s 

The following were visitors at The Helming- 
McKenzie Shoe Co.’s factory the past week: Mr. 
Atkin, buyer, Tiedtke Bros. Co., Toledo, Ohio; Mr. 
Mitchell, buyer, Mitchell Bros., Charleston, Ill.; Mr. 
Krieger, buyer, Kirby Shoe Co., Akron, Ohio. 


Working on 
Belated Orders 


Salesmen of the P. Sullivan & Co. will not depart for 
their territories until April 1st or following Easter, as 
the company are more concerned in getting out belated 
orders than in making new samples. 

The government's very rigid enforcement of those 
necessary “fuel-less” days—the unusual express em- 
bargoes—the recent Ohio floods—together with the 
scarcity of labor, caused the loss of many valuable 
days, but when the salesmen leave the factory it will 
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WHITE KID OR WHITE BUCK LACE OXFORD 
VAUGHAN’S IVORY SOLE 
COVERED WOOD HEEL 


DonN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


BOSTON OFFICE 


FACTORY 
195 ESSEX STREET 


407 BRIDGE STREET 
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be with new lasts, new patterns and new materials of 
which the Sullivan organization has the exclusive sale 
for the Cincinnati market. 


Entertainment for 
Potter Employees 


On Wednesday night of last week the employees of 
the Potter Shoe Company were given a dance by the 
officials of the organization. Harry McLaughlin acted 
as host, while Mrs. McLaughlin—Harry’s mother—and 
Miss Alice Englehardt were the hostesses. The dance 
was attended by about 40 couples, many of which 
were employees invited from other shoe stores and 
departments of the city. 

This form of entertainment has for years proved to 
be a valuable asset towards the increased efficiency of 
the sales forces of the Potter Shoe Co., by bringing 
them in closer touch with the heads of the organization. 


LYNN 


INS AND OUTS 
OF FASHION 


Features of the Oxfords, five-eyelet patterns, are 
Drive on Oxfords \eading shoes in Lynn shops these 
days. A year ago Lynn made boots only, and some 
manufacturers made them fifty weeks last year. 

Oxfords are now made of white kid, white buck and 
white fabric, or white, brown, gray and black patent 
leather, or mahogany and gray kid, side and genuine 
buck and suede leather, and of brown calf leather. 
There are at least ten varieties of leather in all. Re- 
strictions on styles are in force, but variety in footwear 
is still abundant. 


Motor Service in Broadened Selling 
Field 


Duane Street, the heart of New York’s shoe district, 
witnessed recently this procession of service cars before 
the Duane Shoe Company’s headquarters. The cars are 
a factor in broadening the Duane organization’s service 
to the trade. 





WORKERS 
GO TO WAR 


It Is Hard to Find Labor is scarce in all manu- 
Men to Make Shoes facturing communities, and 
Lynn and the North Shore is no exception to the rule. 
It is hard to find men to make shoes, or goods for the 
shoe trade. 

A thousand men of the shoe, leather and allied trades 
have already left Lynn for war service, and more are 
going. Another thousand have left the tanneries of 
Lynn, Salem, Peabody and Danvers. The service flag 
of the United Shoe Machinery Co. at Beverly shows 
that 537 employees of that company, ten per cent of 
the total, are in the service. 

With men leaving the shops like this to serve their 
country, it is plain enough that getting shoes made up 
for Fall will not be as simple a task as it used to be. 


HEELS ARE 
HIGHER 
It Costs More _ Heels may be lower in style, but 
to Make Them they are higher in price, and that 
is a considerable factor in trade these days. For in- 
stance, a Lynn maker of heels is paying $100 a ton 
for leather board, against $40 a ton before the war, 
and expects to pay $125 a ton before the end of the 
year, 

Lynn manufacturers are paying 75 cents for wooden 
packing cases costing 45 cents before the war. 


CUBAN 
HEELS 
Have Appeared in_ An interesting bit of fashion in 
New Heights Lynn shoemaking is found in 


Cuban heels, which run from 1% for a minimum to 24% 
inches for a maximum height. The low heels are for 
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XHAUSTIVE tests of new and improved 
E comfort lasts, patterns and processes of 
:. construction, give “YE OLDE TYME” 
COMFORT shoes a leadership that is based 
on things accomplished. 


These shoes give comfort without producing 
awkward, unshapely lines. The styles shown 
here are but two from many—all in stock. 


Stock No. 36 SIZE UP AND ORDER NOW! 


A oe Kid — Heel Oxford. Our complete catalogue should be on your 
One of our good looking Comfort desk If h ss ie 

styles that is in-stock in a complete csK now. you havent one—write us at 
range of widths and sizes. once! 


Price $2.15 
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Steck No. 9 


A Glazed Kid Blucher Oxford with 
a military heel. This is one of our 
largest selling styles and is also in 
stock in a complete range of widths 
and sizes. 





Price $2.65 
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SHOE CO: - 
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street shoes, and the high are for dress shoes, of course. 
Some of the Cuban heels commonly pass as military 
heels. Or some military heels commonly pass as Cuban 
heels. There is a difference, but no distinction. 


PERSONALITIES IN 
LYNN MARKET 


Eighty-Year-Old William P. Farnham, aged 80 
Inspector years and an operator of a Mc- 
Kay sewing machine in the factory of A. M. Creighton, 
Lynn, has been appointed inspector of leather for army 
shoes. 


New Lynn 
Bank Chartered 

Thomas H. Logan, head of T. H. Logan & Co., shoe 
manufacturers, Hudson, Mass., will be president of the 
State National Bank of Lynn, for which the comptroller 
of currency has just granted a charter. 


NEW YORK CITY 


MONTHLY MEETING 
OF CITY TRADE 


Advertising, Legislation The March meeting of 
and Trade Topics the Retail Shoe Dealers’ 
Treated Association of New York 
was held on Tuesday of last week in the auditorium of 
the Bush Buyers’ Bldg., 42nd St. and Broadway, Presi- 
dent John Slater presiding. 

Dr. Hart of Cammeyer’s told the story of a matter 
of controversy between the Ad-Visor department of 
the New York Tribune and the Cammeyer store, in 
which the Tribune representative made clear that the 
Tribune was not advocating all leather shoes, realizing 
that in certain parts of shoes materials other than 
leather were more satisfactory than leather itself. It 
was suggested and will possibly result in favorable 
action that complaints dealing with shoes that come to 
the Ad-Visor department of the Tribune will be re- 
ferred to a committee of the New York Shoe Dealers’ 
Association for decision. 


Active Work Against 
Pure Shoe Bill 


Louis Edelstein reported on the visit made to Albany 
by a committee of New York Association, together 
with a committee of allied interests, taken for the pur- 
pose of protesting a passage of the so-called Shoe Bill 
that was receiving a committee consideration. The 
members of the trade, Mr. Edelstein reported, made a 
very favorable impression upon the committee, an ex- 
cellent paper was read by Mr. Dougherty. President 
Emeritus McGowin of the N. S. R. A. also spoke and 
representatives of both the manufacture and wholesale 
organizations discussed the features of the bill. The 
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delegation left Albany with the impression which was 
rather strongly accented that the bill would be killed 
in committee and nothing more would be heard of it. 


Help in Red Cross 
Shoe Drive 


A suggestion was made that the Association get into 
the movement to gather all shoes possible for shipment 
abroad, which is part of a drive being conducted by 
the Red Cross at present. The Red Cross expects at 
least 500 tons of old shoes, and the members of the 
trade were particularly requested to send forward their 
absolutely unsaleable merchandise, their mismates, and 
to gather from their customers all of the old shoes they 
possibly could. Mr. Hutchinson, who is of the shoe 
department of Franklin Simon & Co., spoke at some 
length on this matter, and stated that receiving rooms 
would be opened for the taking care of these goods. 
It was ordered that a letter be sent to all retail shoe 
dealers throughout the metropolitan district stating the 
need for this footwear to which it will be put and re- 
questing co-operation of every retail store not only by 
contributing from its own stock of unsaleable and mis- 
mated merchandise, but in obtaining évery pair of old 
shoes that could by any possibility be secured. It might 
be said in this connection, the degree to which the shoe 
is worn has no bearing upon its value, because where 
shoes are too far gone to be repaired they are taken 
apart and those pieces that are of some value are 
utilized in repairing other shoes. 


Fire Insurance 
and Income Tax 


W. W. Willson of Boston, a guest of the Association, 
spoke on the subject of mutual fire insurance. Mr. 
Willson, as chairman of the Fire Insurance Committee 
of the National Shoe Retailers’ Association, pointed 
out to the membership how it was possible to make 
a saving in insurance costs of 25 per cent, and possibly 
considerably more than that figure, and he also in- 
cluded the fact that only members of the Association 
would be eligible to secure insurance policies of this 
kind. 

A representative of the office of the Collector of 
Revenue was also present by invitation, and gave a very 
illuminating talk on the subject of the income tax, 
and cleared up many doubtful points in the matter of 
making out returns. After his remarks he answered 
a very great number of questions dealing with obscure 
points in the income tax rulings. 


SPRING ROUTINE 
IN STORES 


Spring Weather Now From now on the retail trade 
the Basic Factor will be likely to scan the 
weather reports with more than ordinary care, because 
now since the Easter business is past the volume of 
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business in the retail stores is likely to depend to a con- 
siderable extent upon the amount of real Spring 
weather developing. Altogether, however, the retail 
people have every reason to look forward to continued 
activity. The volume of business for the Easter sea- 
son has been decidedly satisfactory. Of course the 
call for oxfords, particularly the Louis heel styles in 
both black, colored kid and patent leather, has been 
very heavy, but there also has been a very good sale 
for boots both in solid colors and in combinations. 
Cloth tops have been quite a factor and indications 
for the continued popularity of this type of shoes are 
good, 


A SURPRISE 
ON WHEELS 
A Fleet of Autos A surprise that was both real 
in Duane Service and substantial was given by 
H. W. Lederer, president of the Duane Shoe Co., to 
that organization, and especially to three of its leading 


salesmen in the metropolitan district, in the form of © 


a presentation to the company of a fleet of automobiles, 
one being a factory delivery truck, and three Chevrolet 
cars to Murray Sonneschein, New Jersey salesman; 


Sam Davis, city salesman, and A. L. Goldberg, Brook- 


lyn salesman. 

The cars are fully equipped and painted a uni- 
form Rolls Royce blue, carrying the trade mark 
name of the Duane Shoe Co. of New York and Brook- 
lyn and the name of the particular representative. 

The men themselves, as well as the office staff, were 
totally taken by surprise when the four cars were driven 
up before the door, since no one in the organization 
had the slightest idea of this move. The “Recorder” 
representative, who happened to be in the vicinity at 
the time of the delivery of the cars, was told by Mr. 
Lederer that he has two other surprises for his organi- 
zation and for the trade, one of which is soon to be 
divulged. 


OVERGAITER 
SALES 


Trade Catalogue The catalogue of the Solo Shoe 
Now Going Out Co. is now ready for distribution 
and is being sent out to their customers. It is a com- 
plete showing of the lines of the house in both the 
stitchdowns, leggings, overgaiters, etc. Mr. Spears of 
the house said a few days ago that the Easter business 
in overgaiters was most decidedly satisfactory, and the 
advent of the ‘oxford as a shoe of this season has con- 
tributed to no little extent to this condition. The trade 
is interested in quite a wide variety of styles and kinds, 
but the colors most in demand are taupe, brown and 
fawn. 

Both kersey cloths and felts are wanted, and 
owing to the fact that the last named is a material that 
fits the need of the medium size pocketbook, the demand 
for it is very active. 
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PHILADELPHIA 


EASTER TRADE 
IN VOLUME 


At the time this is written the bulk of the Easter sales 
in retail stores have been executed, and taken all to- 


- gether the retail trade is very well pleased with the 


showing that has been made for this important opening 
of the Spring season selling. 

Along with the low cuts, particularly Louis heel 
turn oxfords, there has been a very considerable sale 
of boots, principally in the solid colors of brown and 
gray, or combinations of.these with harmonizing tops, 
many being of cloth stock. 


PREPARING FOR 
FALL SEASON 


Salesmen Out With So great has been the demand 
Season’s Samples for women’s and misses low- 
heeled shoes and oxfords in the brown leathers, accord- 
ing to W. H. Weimer of the wholesale and manufac- 
turing house of Weimer, Wright & Watkin, that they 
find it almost impossible to accumulate any stock of 
these whatever, and as fast as the goods come in from 
the factory department they are shipped out to their 
retail customers. They made very good progress, he 
said, with their Easter shipments, and sent to their 
customers practically all of the goods that were needed 
for their Easter selling. 

A good deal of attention is now being devoted to the 
matter of the coming Fall season, and the traveling 
men of the house are now about starting out on their 
territories with the sample line for that period. The 
first to go was Wm. Badham, who covers the inner 
South. 


FALL FINDINGS 
PROSPECTS 


Outlook Is for A good deal is now being done for 
Somewhat the Fall season in findings lines. 

Higher Prices The traveling men of Laing, Harrar 
& Chamberlain are all out with the lines of goods par- 
ticularly required for that period including such items: 
as leggings, overgaiters, rubber boot socks, wool soles, 
slippers, etc. In all of these lines Mr. Harrar said 
there is a probability of higher prices even than those 
at present prevailing. The prices of dressings have 
advanced not only materially, but by a number of steps. 

In fact there were several advances announced, he 
said, in a period of a few weeks, and at the present 
time on some items of dressings the manufacturers will 

not even quote. All the way through, however, he 
said, there are chances of still further advances over 
the present high costs. The average is over 33 1-3 

per cent on general dressing lines up to now, and these 


. figures are by no means staple. 
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FALL SAMPLES 
IN BROOKLYN 


Katz Ready With A. L. Katz, whose office is in 
Strohbeck Line the Denckla Bldg. and who 
is the representative for Pennsylvania and New Eng- 
land for Chas. W. Strohbeck of Brooklyn, will shortly 
start out with the Fall sample lines of that factory. A 
number of nine-inch boots are shown in the line, and 
such colors as fieldmouse brown, burgundy and battle- 
ship gray are leaders. In fact, he said there are scarcely 
any black boots represented in the line. The heels are 
exceptionally high, running from 18-8 to as much as 
2% inches in the Louis types. In fact, he said it looks 
as if the heel heights will be really extreme during the 
Fall. The business for the present season, Mr. Katz 
said, has been very good, and in fact the greatest in 
point of volume of any since his connection with this 
house in this territory. 


BLACK MADE 
ASSISTANT BUYER 


Goes from Gimbels’ John Black has been ap- 
to Lit Bros. pointed assistant to Mr. 
Regester, head of the shoe department of Lit Bros. 
of this city, assuming his new duties on March 18. 
Mr. Black comes from the Gimbel store, and is a thor- 
ough shoe man and familiar with not only the shoe 
business, but the methods of the large departmental 
merchandisers. Mr. Regester, in speaking of general 
business with the department a few days ago, said that 
they are looking forward to a big Spring season, and 
their before Easter business-was of the most gratifying 
in character, both in dollars and pairs. 


Heard in 
the Market 


Charles Keighley & Sons of Vineland have recently - 


been awarded a contract for 250,000 pairs of trench 
boots for the United States Army, and work on these 
is now being taken up in the plant. 

A. S. Kreider Co. has reopened the Palmyra, Pa., 
plant for the manufacture of turn shoes. The plant 
was shut down for six months, work of this factory 
being transferred to the Lebanon plant. 


ST. LOUIS 


STYLE IN 
RETAIL STORES 


Features of Current The activities in the shoe stores 
Shoe Demand and departments during the 
past week, the pre-Easter buying period, were partic- 
ularly encouraging to the retail stores. The buying has 
run heavily to oxfords in the low footwear and to 
brown and gray boots in the order named in the high 
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types of merchandise, while, of course, black and white 
have had their share in the selling, with black retaining 
its position as the volume seller when all characters of 
footwear are considered. The thoroughly stylish but 
severely simple designs have had much the best of it. 
In the walking boots, tan of dark shades has proved 
good, and the foreparts asked for have been of the 
more finely drawn type, while the heels have ranged 
from the high Louis down through the straight and 
Cuban to the 12 and 14 eights. 


Fill In Orders 
From | the South 


Manufacturers are keeping especially busy, as the 
calls from the shoe stores farther south show that-imme- 
diate needs are pressing with the breaking of the lines, 
thus necessitating the manufacture of special orders 
or the filling up of the broken stocks on the floors, which 
have suffered inroads in the mail orders or from the 
call from the men on the road, who are now selling 
both immediate and early delivery goods as well as 
advance orders for the Fall datings and delivery. 


Working on Samuels 
Shoe Building 


The contractors for the foundation of the new build- 
ing to be constructed at 1206 Washington Ave. for 
the Samuels Shoe Co. have begun work and the ground 
is being excavated for the installation of the basement 
concrete and stone. The structure is planned to be 
completed during the early Summer and will be occu- 
pied by the Samuels Company in time, it is hoped, for 
the opening of the Fall trade. The new building will 
be modern in every particular and will have a greatly 
increased capacity over the space which they now 
occupy. 


How to Stock a Shoe Store 
Demonstrated 


H. S. Bunting,sales manager for the Hamilton Brown 
Shoe Co., was one of the principal speakers at the last 
meeting of the Sales Managers’ Bureau of the Chamber 
of Commerce and gave a practical demonstration of 
salesmanship, with special relation to selling a complete 
stock of goods to a new customer for a St. Louis shoe 
house. Mr. Bunting exemplified not only his own 
abilities as a salesman, but also the peculiar character- 
istics of the St. Louis shoe market in its power to provide 
out of a single house a completely rounded stock for a 
retail shoe store. 


“Dick” Prather 
Re-vists St. Louis 


R. F. Prather, sales and advertising manager for 
the Thomas G. Plant Shoe Co. of Boston, was in St. 
Louis last week in connection with business for the 
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“CANINE” 


sreint weei toe THE, EQUAL OF SOME FIVE 
Firtenica Vane eet’ DOLLAR SHOES. “FISKE” 


ble Eyelets. A, 7 to 10. 


been “*"' PRICE ONLY $4.25 


PRICE $4.25 
° “ROYAL” 


Stock No. 552 
Stylish English Model. 


0. 
a to 11. 0D. 5 to 11. 
PRICE $4.25 


“YALE” 
Stock No. 551 


Conservative English 
Model, Gun Metal Calf 
Bal. Mat Calf Top, _ 
—— Eyelets. A, 7 to 

10 6 to 10. C, 5 to 
11. . 5 te 11. 


PRICE $4.25 


UNION MADE. UNBRANDED, PLAIN 
CARTONS. PAIRS OR CASES. 


FISKE SHOE & LEATHER CO. 
BOSTON ‘CHICAGO 


717 Atlantic Ave. 301 W. Monroe St. 
“The Line That’s No Trouble to Sell” 
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One Thousand Dollars 
for Three Dollars and 
Seventy-five Cents 


The loss to the average merchants on shoe laces, where the tips come off, 
together with the time consumed, in unlacing and relacing the shoe on a- 
customer’s foot, in five years is well over the $1000.00 mark. 

Maybe you have never figured this out for yourself. and these figures may 
seem enormous, but they have been gained from conservative information. 
THE HANDY LACE TIPPER will save you this needless expense. It will 
cut a lace to the required length and mount a conical tip in a few seconds. 
You can replace a lost tip while the shoe is on the customer’s foot without 
unlacing. And it will put on a tip that will not come off. 

THE HANDY LACE TIPPER is constructed so that it is practically inde- 
structible. It is nickel-plated, highly polished, and is guaranteed against any 
defects in material and workmanship. 


Price in the United States $3.75 
200 Assorted Tips Free. 


Price of one box assorted tips is $1.00. It contains five hundred each of 
black, tan and white. 
For sale by leading jobbers, or write us direct. 


WORLD SUPPLY CORPORATION 


Pat. July, 1917 Longacre Building, 1476 Broadway, New York City 


One-half Actual Size 
cnaeaee 
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D'S GLAZED 


NGAROO 
TIMELY SHOES 


TRADE] yopets 466-467 ILLUSTRATED 
TA LK 


Number 1 


The “Panama” Toe is a fine 

seller to young men and others 

who want to appear young. 

It is a medium dressy last, less 

extreme than the full English 

models. . We have secured 

plenty of room in this shoe 

without sacrificing style. Made marnes 
as it is of “Glazed Kangaroo,” ie eg 
your customer will enjoy . 
splendid wearing qualities. 


PANAMA TOE—GLOVE GRIP—IN STOCK 


No. 466. “Glove Grip” 
Blucher Oxford, Glazed Kan- 
garoo, 8-8 medium heel. Sizes 
A 7 to 11, B 6 to 11, C, D, E, 
5 to 10. Price $5.25 























No. 467. “Glove Grip” whole 
quarter blucher, Glazed Kan- 
garoo, shown above, 9-8 medi- 
um heel. Sizes A 7 to 11, 
B, C, 6 to 11, D and E, 
§ to II. Price $6.00 


Send for Catalogue 


M. N. ARNOLD SHOE CO., No. Abington, Mass. 
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ome mem SHOE 


The Shoe of No Regrets 








Carried in Stock for 
Immediate Delivery 


A New Last and Pattern That Has (Caught On) 


Stock No. 136 


—Aristocrat Last, 
Cherry Red Calf 
Brogan Bal, 
Lapped Heel 
Seam. Sizes, 
AA 7% to 11, 
A 6 to ll, B 
5% to 11, C and 
D 5 to ll. 


Price $6.00 


Note—A new stylish pattern that has demanded instant attention. 
It is a big seller now, and will be better as the season gets along. 


A Last that Never Grows Old 


Stock No. 118 
—Myopia Last. 


6 to 11, B 5% 
to 11, C and D 
5 to ll. 


Price $5.75 





Note—This last has brought us a record business. It has spelt 
sales for us from its inception and is still selling strong. Its 
lines are easy and stylish and the “feei” on the foot is wonderful. 


Bes> Our Spring Catalogue has been mailed. Did you get your 
copy? If not say so and we will mail you another. 


E. T. Wright & Co., Ine. 


ROCKLAND, MASS. 


BOSTON, 183 Essex St. 
NEW YORK, Marbridge Bldg. 
DETROIT, Washington Arcade 
SAN FRANCISCO, Pacific Building 
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company. Mr. Prather, who was formerly a resident 
of St. Louis, spent a part of his time with old friends 
before his departure eastward. The Plant Company is 
interested in the retail store, Brandt’s, which is the local 
exclusive representative of the Queen Quality line and 
is managed for the Plant Company by Frank Ames, one 
of the best known retail shoe men in the city. 


Shoe Trade Centering 
in New Building 


The Advertising Building, recently. occupied after 
completion by the owner, Geo. Warren Brown, has ac- 
quired a number of tenants interesting to the shoe and 
leather trade, including J. R. Weyand, a representative 
of a number of leather houses and the Wizard Foot 
Appliance Co., manufacturers of arch supports and 
similar products for the correction of foot troubles. The 
last named concern takes over the sixth floor. In the 
same building are the “Boot and Shoe Recorder,” The 
Drygoodsman and a number of allied concerns. 


More Foot Knowledge 
in Stores 


St. Louis was the second city in which Dr. Scholl’s 
post-graduate course in practipedics was held. In 
order that the merchants in all the large cities could 
take advantage of this course, a traveling school was 
organized, so that the merchants would not have to 
attend the School of Practipedics at Chicago or New 
York. 

The merchants in St. Louis were very enthusiastic, 
and quick to take advantage of the opportunity offered 
them by attending this school. 


BROCKTON 


WOMEN’S WELT 
PRODUCTION 


Rapid Devolopment The fact that a conference of 
in This Line Brockton shoe manufacturers 
and labor representatives recently took place regarding 
prices for making women’s welts, is significant of the 
rapid development of this class of goods in Brockton 
and vicinity. It is the first time in the history of this 
city that any general price list has been discussed for 
work-on women’s footwear. 


Some Producers 
of Women’s Welts 


The list of shoe manufacturing-concerns in Brockton 
which are already identified with the production of 
women’s welts is of trade interest. These include W. L. 
Douglas Shoe Company, Thompson Bros., Inc., The 
Preston B. Keith Shoe Company, Kelly-Buckley Com- 
pany, E. E. Taylor Company, Whitman & Keith Com- 
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pany, A. E. Little Cmpany. In near-by towns women’s 
welt producers are: Regal Shoe Company, Whitman; 
L. A. Crossett, Inc., North Abington; E. T. Wright 
& Co., Inc., Rockland; Slater & Morrill, Inc., and Wil- 
liams-Kneeland Company, South Braintree. In the 
near future several other concerns are expected to be 
added to this list. Brockton and the South Shore dis- 
trict generally is awake to the pgqssibilities of shoe trade 
development in the production of women’s high grade 
welt footwear. 


MEN’S OXFORDS 
FOR SPRING 


Big Demand for Brockton manufacturers are hav- | 
At-Once Delivery ing a very active demand for 
men’s shoes of the oxford pattern, principally in the 
darker shades of colored leather. The stock depart- 
ments, which have these goods available for immediate 
delivery, are shipping them out as fast as produced. - 
Demand has come from all over the country for Easter 
trade and the following Spring business. Men’s ox- 
fords are always an uncertain proposition, and for 
that reason manufacturers prefer to stock conserva- 
tively on these goods. The same is true of the retail 
trade. This season, however, oxford sales have taken 
a big jump everywhere and promise to continue thus 
throughout the Summer. As indicating the present pop- 
ularity of oxfords, one Brockton concern which carried 
over $30,000 worth of oxfords last year disposed of 
them this Spring at a substantial advance over last 
year’s prices. 


EATON’S 
“SHOE HORN” 


Booklet Showing The “Eaton” red-coated man, in 
In-Stock Styles familiar hunting costume, is a 
for Men - prominent feature of the Spring 
and Summer stock catalogue gotten out by this house. 
A panel on the front cover makes an effective frame 
for his picture. The lines of Crawford and Eaton shoes 
in-stock include forty styles, in which the popular cherry 
and darker shades of tan are well represented. The 
plain toe and medium high toes are noticeable among 
the ‘illustrations, although the city type is a strong 
feature. Chas. A. Eaton & Co. announces on a page 
of this booklet that this season, notwithstanding all 
their army work, in which they are leaders in the 
United States, they have done the biggest business in 
their history on regular civilian footwear. 


IN-STOCK CATALOGS 
GOING OUT 


Listing and Picturing Somewhat later than usual, 
Seasonable Styles the Spring and Summer in- 
stock catalogs from Brockton shoe factories are being 
sent out to the trade to the extent of many thousands 
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GALLUN’S 
OVA Lt ee 


| LEATHERS 
for ALL WEATHERS 





















AZTEC CALF 


Favorably known as a high quality leather that is especially adapted to 
summer shoes—for the reason that the pores of the hide are left open in 
the tannage, thus insuring perfect foot breathing. 







This leather also will not chip and takes and holds an unusually bril- 


liant polish. 


VIKING CALF 


A specialized winter leather—close grain, non-absorbent and enduring— 
universally used and universally liked by the best manufacturers. This 


also takes a bright, lasting polish. 
You can’t go wrong on these GALLUN Quality leathers. Specify them 


on your next order. 


A. F. GALLUN & SONS 
MILWAUKEE, WIS. 


H. A. Ely, Manager, 11 East St., Boston 
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of copies. Among these, M. A: Packard Company’s 
catalogue is gotten up in attractive covers of blue, with 
the name and trade-mark embossed in gold on the 
front cover. On the various pages are illustrated and 
described black and colored lines of the Packard shoes 
in high and low cut patterns. Military specialties are 
represented by tan bluchers in cordovan and box calf, 
also army leggings in grain and cordovan. On these 
latter the comment is made that leggings are proving 
exceptionally profitable as a side line with many cus- 
tomers. Supplementing the Packard catalogue is a 
new idea in the shape of a handy order packet, contain- 
ing a series of order blanks enclosed in a neat leather 
case and accompanied by a pencil, making a con- 
venience for the customer in ordering Packard shoes. 


MEN’S SHOES 

AT STYLE SHOW 

Plan Is Meeting ‘The forthcoming Style Show, to 
With Approval be held at the Copley-Plaza 
Hotel, Boston, July 8-to 12, under the management 
of R. J. Walsh, is attracting favorable attention from 
Brockton shoe manufacturers. In addition to the show- 
ing of women’s shoes on feet of young women models, 
there will be an innovation this year in showing men’s 
shoes on the feet of young men models. This makes 
the show of especial interest to Brockton manufac- 
turers. Several concerns here have already signified 
their intention of being represented, and others will 
do so. Besides the showing of shoes on the feet of 
models in the Copley-Plaza ballroom evenings, there 
will be sample rooms available for the exhibitors to 
show their lines during the show week. 


HAVERHILL 


DEMAND FOR 
WOMEN’S OXFORDS 


Patents Wanted The demand for women’s ox- 
Especially fords, particularly the patent 
leather variety, is far greater at present than the avail- 
able supply. Merchants, particularly in the large cities, 
who buy Haverhill-made footwear, are writing and 
wiring daily, urging shipments of these goods and order- 
ing more. Three months ago the trade was doubtful 
regarding sales of women’s oxfords for Spring and 
Summer. Orders placed at that time were welcomed 
by manufacturers and filled promptly. These, how- 
ever, were small in volume. It is but recently that 
the trade realized the tremendous demand for women’s 
oxfords. Lack of help and difficulty in obtaining ma- 
terials prevents quick production of these goods. Al- 
though the factories are working at their top speed, 
many orders for Easter trade have been delayed. How- 
ever, the demand promises to continue for several 
months, and factories will continue their large pro- 
duction of oxfords and pump patterns. 
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Reasons for 
Oxford Popularity 

“One reason for the present popularity of women’s 
oxfords,” said a manufacturer, “is the lower cost of: 
these patterns compared with boots. Where a mer- 
chant can sell an oxford for $6, he must obtain from $8. 
to $10 for a boot of the same quality. Also, women 
are taking to wearing spats to a remarkable extent, and 
will undoubtedly continue this fashion for months to 
come. With oxfords and spats, the latter being made 
of cloth, which of course is cheaper than leather, women 
can be shod at a less figure than boots. The latter 
have had a big run the past two years, and undoubtedly 
will continue to a great extent, but the oxford just now, 
has the popular call.” 


WOODEN SHOES 

FROM FRANCE 

Haverhiil Man Brings Albert Foote, who was 
Artistic Footwear formerly connected with 
the shipping department of J. H. Winchell & Co.’s fac- 
tory in this city, and is now in the United States Army, 
serving as a storekeeper on an American transport, 
was recently in Haverhill. He brought a pair of wooden 
shoes made in France for the use of the poorer classes. 


One of these shoes is illustrated here. Sole, counter 
and heel are one piece of heavy wood, while a scrap 
of colored paper does duty as a sock lining. The upper 
is made of heavy sole leather, blacked over and tacked 
to the sole. The artistic tendencies of the French are 
manifest even in this cheap shoe. There is a design 
embossed on the vamp and toe and an opening at 
the top of the vamp which is similarly decorated. These 
shoes sell for about four or five francs, or $1 to $1.25 
a pair. The wearer can’t bend his foot, and the mode of 
locomotion must be a sort of shuffle, else the shoe will 
part company from its wearer. 


SALES OF 

MEN’S SLIPPERS 

Can be Madé Through “Most shoe merchants, 
the Entire Year said a member of the local 
trade, “seem to have the idea that men’s slippers can 
be sold only for a very limited time during the year. 
They put them on display and sale a few weeks before 
Christmas. Then, after the holiday trade is over, the 
slippers are put back in their boxes, nailed up, put 
down cellar and forgotten until next year. 


” 


























For Inimediate Shipment 
in SHOES 


For 
BABIES, 
MISSES 

ano GROWING GIRLS 


Watch For Announcement 
of Our New Catalogue 


THOMPSON EHLERS CO 


321 W. LAKE ST. 








This Space 
Monthly. Watch 
It For 
Interesting News 


Have You Our 
Spring Catalogue? 


sINBAc 
“Helthy-Fiut” 
CHICAGO 














THE A. S&S. KREIDER CO. 
Exclusive makers of Best Shoes for 
Boys, Girls and the Babies 
312-318 West Monroe St., Chicago 
Factories at MIDDLETOWN 


ANNVILLE LEBANON 
PALMYRA ELIZABETHTOWN, PA. 





HENRY KLEIN & CO. 


EST. 1876 
Are Specialists 
In Shoes for Children 


Wonderful Values in 
First Steps for Babies 


For prices write 
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Merchandising of the 
Right Kind 


“One merchant, who does a shoe business of about 
$150,000 a year (and that’s a good retail business), 
makes it a rule to always have one or more men’s 
slippers in his show window and to have his stock easy 
of access at any time during the year. His experience, 
he says, has proven that men’s slippers are quite likely 
to be called for in other months than November or 
December. The sales which he picks up during the 
year on men’s slippers prove that his theory is correct. 
It would seem a good business proposition for other 
shoe merchants to merchandise men’s slippers in a 
-way that will bring them added sales and resultant 
profits.” 


YOUNG SHOEMAN 
AS PLAYWRIGHT 


Production Given Paul Winchell Whitcomb, son of 
at Local Theatre Myron L. Whitcomb, head of the 
Whitcomb Shoe Company of this city, and associated 
in that business, is the author of a dramatic sketch 
entitled “The Hound.” This playlet was produced by 


the stock company at the Academy of Music in this: 


city and has been a part of the regular bill at that 
theatre during the past week. Mr. Whitcomb: has had 
considerable dramatic experience, and the play has 
proven a hit. It has been accepted by a New York 


producer and later will undoubtedly be brought out in- 


other cities. 


CHICAGO 


O’CONNOR BACK FROM 
PACIFIC COAST 


Prosperous Business in With a promise of fair 
Western Territory weather for Easter, the 
Chicago shoe merchants have been enjoying very brisk 
trade, with the stores filled to capacity. John O’Connor, 
of O’Connor & Goldberg, reports that their seven stores 
are doing just about all the business they can handle. 

Mr. O’Connor has just returned from an extended 
trip west, where he visited Los Angeles and San Fran- 
cisco and other points en route. Mr. O’Connor found 
the coast-shoe merchants in a very happy frame of 
mind. Business has been exceptionally good on the 
coast this year and the coast merchants are selling about 
all the shoes they can. get hold of. There is a very 
strong demand for women’s oxfords, and the sale of 
men’s oxfords is much better this year than it was last. 

In connection with the work of the National Shoe 
Retailers’ Association, of which Mr. O’Connor is presi- 
dent, it is proposed to organize Pacific Coast merchants 
into an association as a part of the National. 
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Chicago Wholesale 
Trade Active 
The wholesale shoe district of Chicago has been a 


regular hive of industry during the past week. Dave 
Saifer, sales manager of the Novelty Shoe Co., has 


found it necessary to have his stock room force work 


nights to handle the volume of business that they are 
now doing. 

George E. Harrison, of the Geo. E. Harrison Shoe 
Co., reports that shoe buyers are placing heavy orders 
in order to protect themselves on the Spring and Sum- 
mer trade. 

Irwin M. Gunther, of the Harry M. Husk Shoe Co.. 
has just recently issued a new catalogue, and the vol- 
ume of current business is keeping the company ey 
ceedingly busy. ‘ 

The sale of children’s shoes, always very active 
just before Easter, has been unusually heavy this 
year. The sample rooms of Monroe Street distributing 
houses have been crowded. 


New Plan for 
Factory Employees 


The J. W. Carter Chicago Co. are keeping their 
policy in regards to the welfare of their employees 
apace with the rapid growth of their business. At 
the present time they are turning out 1,000 pairs daily 
of men’s fine welts, and have just inaugurated a new 
working schedule for their employees which is proving 
very successful. The new plan provides for five full 
days’ work, 52 holidays and 52 full weeks’ earnings. 
This is accomplished by having the week end Friday 
night instead of Saturday noon, the half-day lost on 
Saturday being made up by the men starting to work 
at 7 A. M. during the rest of the week. The plan was 
voted on by the employees before it was adopted, 
and they readily accepted it, as it allows them a full 
day for rest and pleasure, and increases their efficiency 
during the rest of the week. 


Otto Hassell Buys 
New House 


The sale of an attractive Evanston residence figured 
in last week’s real estate news. It comprised the 
property in Lake Shore boulevard, about 100 
feet south of Hamilton street, and was sold by Wallace 
R. Condict to Otto H. Hassell, shoe merchant at 51 
West Van Buren street, for an indicated consideration 
of $36,000 cash, no incumbrance showing. The prop- 
erty is on the west side of the street, with a lot front- 
age of 81 feet and a depth of 175 feet. The house is 
an attractive nine-room brick structure, there being a 
garage in the rear. 
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Leather Sales and Prices 


Features of the Leather Market Under the Spotlight in the “Recorder's” 
Weekly Review 


IMPROVING TRADE 
IN LEATHER 


Leather business is far from lively, yet each week 
shows up better than the preceding, and a fair amount 
of business has been done, though there is little said 
about it by either buyer or seller. 

Next to Government business but far less is the 
call for the better qualities in sole and upper leather, 
and mainly for colors in upper stock. There is but 
little call for lower quality leather, but the presence 
here of important buyers is likely to change this condi- 
tion of affairs in the near future. 


SOLE LEATHER 


Quotations of the Nothing new can be said of the 
Week sole leather situation. Over- 
weights are held strongly to quotations already given, 
and offers to take large lots at slight concessions are 
refused. There is little of such leather of the required 
standard quality outside of what is absolutely required, 
and is already ordered by those making army shoes. 
Dry hide hemlock over 8% iron is held at 46 to 47c, 
44c and 41c. Middle weights 43, 41, 39c and light 
weights about Ic lower. Union sole is improving, with 
sole cutters’ purchasing nearly all weights. Heavy 
steer backs are strong at 72; 73c. Cow backs range 62 
to 67c. Sides tannery run are offered at 59c. Oak 
sole is moving in army weights, but outside of this, 
trading is almost of a retail character. Heavy bends 
are held at 95c for No. 1, 88 to 92c for No. 2. Best 
heavy backs, 78 to 80c, with lower grades variously 
priced, stocks on hand being fairly large. Belting butts 
have sold well, with quotations still held from 92 to 95c. 

Offai is in only moderate demand, though there is 
a fair call for shoulders, which are quoted at 26 to 30c 
for hemlock, 55 to 58c for union, and 64 to 65c for 
oak. Bellies are quoted 15 to 18c for hemlock, 21 to 
25c for union, and 36 to 37c for oak. Heads are ac- 
cumulating, with little demand. 


UPPER LEATHER 


Improved Call and ‘There is an improved call for 
Lower Grades some grades and kinds of 
Plentiful upper stock, and dealers and 
tanners look forward to a steady improvement. . The 
army leathers and the better qualities for fine 


civilian shoes seem to monopolize the call. The call 


for calf leathers continues mainly for colors, with lead- 


ing tannages held around 67c for men’s weights, 64c « 


for women’s; and other tannages running down to 50¢ 


a foot for certain qualities. Black selections hold at 
54, 52 and 50c and grade down to 10c below those 
figures. Side leathers are well sold up in the best 
grades of colors, but the lower grades are plentiful and 
prices easy. The chrome and bark tanned leather, 
specified for the new trench shoes contracted for, is 
already quoted at -57, 55 and 53c. Finished splits are 
quiet, though some business is doing in colored dope 
splits, which sell around 20 to 22c. Patent leather is 
in better sale, mainly in light weights, best selections 
selling at 50 to 52c. Patent kid in better call, quoted 
according to quality for 55 to 70c. Glazed kid in lively 
demand in colors, but blacks in only fair call. Sheep- 
skins continue quiet in black finishes, but good demand 
for colors and white. The army coat requirements will 
need a million skins of the quality usually finished in 
white or colors, and these grades must advance. 


THE HIDE MARKET 


Current Demand While a little more activity is 
Is at Minimum noted in the Boston hide market, 
it is hardly enough to warrant recording. Prices are 
still unattractive to shippers, and tanners are averse 
to pay even these prices and such sales as are noted 
are subject to extensive dickering. Winter hides 
hardly move, but there are some of Fall take-off still 
unsold, and these command some attention. Buffs of 
November and December take-off sold at 20c, but 
March take-off is hard to market at 15c, or extremes 
at 16c. Southerns are in the same predicament, some 
nears sold at 13c and far southern 12c. New England 
heavies are quoted at 16c and average run 14 to l6c. 


Chicago Hide and ‘The Chicago market, after a 
Skin Quotations sale of over half a million 
hides in the last three weeks, is in a condition to hope 
for better prices, and packers are holding firmly for 
lc advance over last week’s quotations, March take- 
off being held at 26%4c and bids for April hides are 27c. 
Some extremes sold at 17%4 and 18c. Heavy native 
cows sold at 22c and lights quoted at l6c. Texas 
steers are quoted at 23¥%4c for heavies, 22c for lights, 
and 17c for extremes. The Chicago calfskin market 
continues practically as per last report. Packers have 
sold at 33%4c, and city skins at 32c, outside cities are 
quoted 30.to 31c, while country skins have sold at 29c. 
New York calfskin prices still show light skins at a 
premium over parity, quotations being $3.60, $4.40 
and $5.40. ee 

Foreign dry hides are in but slight demand, prices 
being too high to tempt buyers. 
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Starts Clean 


we i 






The Perfect Shoe Cover 
the Perfect Machine and the Perfect Operator 


are essential to perfect work 


Colonial 
Fibre 


is as near 


STAIN PROOF OIL PROOF DIRT PROOF WATER PROOF 


as can be made 


Finest quality, non-absorbent, specially impregnated paper covers 





EASILY LASTED IN CLEAN CUTTING NON.DRYING 
UNITED SHOE MACHINERY CORP. 
Sales Dept. BOSTON, MASS. 
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CARTER’S FINE DRESS WELTS 


(MADE IN CHICAGO) 


et ag rere 


es rE 


READY TO SHIP 


8 rh art et eh tet? 


ee a a tat ae ee 








MACDONALD & KILEY 
SUPER-FITTING LASTS 
Wb OE 8 oes 
} “THE CALIFORNIA” 





STOCK NO. 807 IN STOCK, B, C and D Widths 
| PRICE $4.15, Less 5% 


Men’s Gun Metal Bal, Lenox Last, Single Sole, High Quality 
Heels, Leather Counters, Full Size Tongues Fleece Lined, Light Tan 
Leather Top Facing, “Apex” Mat Calf Topping made by Hiteman 
Brothers Leather Co. Vamp stock, “Surpass Kid.” 


hi a i eel 


Try—Carter’s Co-operation 


J. W. CARTER CHICAGO COMPANY 
~ NASHVILLE—CHICAGO 


(Address Mail to Nashville, Tenn.) 
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Style No. 451 
Send for Illustrated Circular and Price List of the Largest Stock of Novelty Shoes in Boston 


THE BOARDMAN SHOE CO., 564 Atlantic Ave., Boston, Mass. 








ORDER FROM THIS PAGE 





451 Dawn Gray Kid 9 in. Lace, Leather Louis 





eR, Bi cb tose on daseecinsvcsincpenen $6.00 
454 Silver Gray Kid Lace, Covered Louis 
) ie a err rrr et $6.00 
438 Dove Gray Suede Lace, Covered Louis 
WA, SA. 5s one cukagesticegiaaackesees $6.00. 
439 Ivory Suede Lace, Covered Louiss Heel, 
BD sdacktctcdnciaceresbiveatenaeuasaeee $6.00 
426 Dark Gray Suede Lace, Covered Louis 
Tee, TM En ic dc tecaconihgetsancuus $4.00 
404 White Kid Lace, Covered Louis Heel, 
BE. ccsadicccanqedsapetdventesvasecbade $5.00 
280 Dawn Gray Kid Oxford, Covered Louis 
es, AP | éthanhedsccacscdnecceneceted $4.25 
281 Patent Leather Oxford, Leather Louis 
BO, MED. oc cccdhocedusccetisesesececes $3.25 
274 Havana Brown Kid Oxford, Leather Louis 
Bes GAR ooo che ccddiccusedsekesadeseen $3.25 
279 Mahogany Calf Oxford, Leather Louis 
Bs AER. 6c és cwciccctdncéadacctacdbaal $3.50 
277 Mahogany Calf Oxford, Im. Wing Tip, 
BOG Gelb Te, BD occccicccsscsvcsd $3.25 











THE SEASON’S BEST SELLERS IN-STOCK 
GRAY BOOTS AND OXFORDS READY TO SHIP 





Style No. 281 


Style No. 280 

































t 


a line. 


rg 


CRNA NANA NG 

















CACAO OAS 


SALESMEN ARE ON THE WAY 


Ch AL ALAA IN IN EEC] 





weds RAMSDELL 
P Site, See wi 
Women 8 cousin. Mitasetebhy North Men’s 
t d one — Ly —— 
Boo s Oxfor 8 ebraska, New England. - 
Col : Pp FRANK W. LORD House Slippers 
onials, Opera Pumps | tum kana” ~~ 
. “ scription 
\ oe, EMERY, of every descrip 
, Nevada, Utah, 
Less styles but none the less “Montana, Wyoming. Plain and fancy leathers. 
. F. A. MONTGOMERY —_ 
stylish. Pacific Coast and Rocky | Great variety of lasts and HBG 
~ . / tt Wide range of 
. fat . & N atterns. 
1 The line fully maintains its ona New York State, P : 
F “d Ohio, Pennsylvania, At. | prices. Longest and finest 
high reputation for style ex- lantic Coast Cities, New ach tae ti rld 
llence England. Ine in e wo ° 
= . FRANK M. COLBURN 
Southern States 
; The new samples represent some of the most pleasing and convincing styles our concern, in its long RN 
line of successes, has ever produced. If interested, and our salesman does not call regularly, drop us 


HAZEN B. GOODRICH & CO., Haverhill, Mass. Rs 
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EVERY TIME ‘% 


‘THE CRAWFORD SHOE gives more value and 


helps reduce footwear cost. 










This is a time when every true American should be 
looking first of all for Dependable Values. 







Crawford Shoes are more attractive than ever, 









yet they are built primarily for Service. 






We're just waiting for that op- 
portunity to ship you a trial 
order of Crawfords that will 
sell quickly, give your customers 
more satisfaction and build up 
your men’s shoe business. 
























522 -- Cherry 
Boarded Calf, 


Officer’s Blu., Var- 
sity Last. In Stock, 
Sizes 5 to 11, 
Widths, 1, 2, 3, 4. 


$5.75 









Become a War-Saver. Help Yourself to Prosperit; 
and Your Country to Victory. . 






Charles A. Eaton Co.4/) 


BROCKTON, MASS. 





i 


Beene OO Es thay Pareles pea 
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Wi 


The baseball season will soon 








be here. Are you prepared to 


go after your share of this busi- 





108 


Three 
Popular 
Models that 
Will Make 
Friends 














Write for 
Information 






Whatever the Sport We Make the Shoe 








PRP SER ye” 








March 30, 1918 


























W.C. Cushman & Co.. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany Bld., Boston 


New York Office, Duane St., Room 32 
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High - Quali Sh 
Laces for thei agcanss= 
facturing Trade. 
Write for Samples 
and Prices. = 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - - Mass. 











The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords -— Bails 
—Polish—Button—Theo 
Ties — Three Points — 
Gored Front Oxfords — 
Trtnconpes—Saatels, 608. 
Women's Flexible Welts 
and M and Warm 
Lined — Men's Slippers 
TIMSON BROS,, Inc, 
Boston, Mass. 











Cotter Shoe Co. - - Lynn, Mass. 
, B Sal + 212 Essex St. 


G@ciees 


Women’s McKay and Welt Shoes, Stylish 
at all times and values that stand = 
at their prices. 














MONITOR SHOE CO. 
66-68 Reade St. 
New York. 








The Easiest Selling House Shoes 


wun COMFORT = 
Lane Brothers Co. acte:o8? ave. Boston 











HENRY LILLY CO. 
88-90 Reade Street - New York 


The Only Exclusive 
Shoe Auction House 





The Traveling Shoe 
Salesman 
(Concluded from page 43) 


of trunks necessary, and if the 
number is the same on each 
trip; the sizes of trunks and 
their weights. 

“This is a question of war- 
time conservation on which 
we should like to have your 
advice,” declared the board in 
its letter. “Numerous sugges- 
tions have already been re- 
ceived and we would like to 
have you answer our ques- 
tions from your standpoint. 
The Corfimercial Economy 

















GUARANTEED 
HUB TWO YEARS 


Hub Gore means and 
COR 3 . Quality na 
Materials and Highest Skilled 
Labor are Used 
BOSTON oe NEW voRs OFFICE 
52 Chauncy St 395 Broadway 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











TANDARD KID 
“TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 











CASH for your 
EXPORT GOODS! 


Shoe ‘Manufacturers Get in Touch 
with Us 


INDEPENDENT JOBBING CO., Inc. 
148 State St. - - - - Boston 











Board is seeking to work out 
a program that will be thor- 
oughly practical and is relying 
upon the men in the business 
to furnish the advice by which 
this program may be de- 
termined. The replies re- 
ceived from this schedule of 
questions’ will furnish the 
basis for this program.” 


The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 











SHOE CUTS 


ENGRAVING 
kage ae , 

= Den ond aha mento 

JOURNAL ENGRAVING, co. 

257 Washington St. - Beston 




















Y ayes Plates 


of kee pniners 
~ diol Summer SL BOSTON. MASS. 























<> 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








ATLANTIC PRINTING CO. 


Shoe Printers 
Tear out this ad and mail for details of 
Service for 


our Special Printing 
the Boot and Shoe Trade. 
201 Sonth Boston, Mass. 


Street, 
Telephone Beach 4960—4961. 








COLOR PRINTING DESIGNING 
CATALOGUES 
Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 


ba 
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p ‘7 tw “Biltmore” Model 


“p 
J Going Stronger than Ever Before 


PACKARD dealers are as enthusiastic over the “Biltmore” as we 
ourselves. They have found that while most English models 
possess one or more of those undesirable traits so common in lasts 
of this type, the “Biltmore” never fails to satisfy. We are featuring 
it stronger than ever in 
our line-up of Styles 


IN 
STOCK 


Why not let us send you 
a run of sizes? 












No. 600 

IN STOCK 

Mahogany Russia Calf Bal. eevee A, 7 to 10; B, C and Stock No. 624 

PE adc bewntandaccad catedewedacenseueeeyseeeaen $5.75 Mahogany Russia Calf, Oxford, Biltmore, B, C and D, 6 
Stock No. 608 OTE wkatacagdsccscdccveapetnaeegayassenct eset .. $5.00 
Mahogany Kid Bal. Biltmore, B, C and D, 6 to 10...... $5.75 Stock No. 625 

Stock No. 557 Tony Red Oxford, white oak duplex, fibre sole and _ heel, 
Black Calf Bal. Biltmore, A, 7 to 10; B, C and D,6 to 10.$5.50 _ Biltmore, B, C and D, 6 to 10..........-.++++++++++++-85.00 


Stock No. 558 
Black Gun Metal Calf Oxford, Biltmore, B, C a s 


Stock No. 607 
Mahogany Russia Calf Bal. Biltmore, white oak copes, ee 


sole and heel, B, C and D, 6 to 10.................. . OTD. acca sich sce chad td ina Laue met easnaeetnaa 


M. A. PACKARD COMPANY ~— : : BROCKTON, MASS. 


Complete Stock Catalogue on Request 

















Ue HNP HMR i! Aga 


Dusioass Sting med Good Business Books 


The Recorder Library Is a Veritable Gold Mine 
of Better Business Methods 


We have gathered together a most complete Each one of these books was prepared by 
library of business information for those ™eén who are recognized experts in their par- 
sd ticular field. They do not deal in theories, 


progressive business men who appreciate the py present real practical plans and sugges- 


value of new ideas and new methods. tions for the promotion of your business. 
Custom Order Book, $1.50. A book of fifty order forms, with dupli- The Awakening of Business, $2.00. One of the most helpful and 
cates for reference and complete set of instructions for the correct inspiring of business books. 240 pages of plain, forceful truth for 
measuring of special pair orders. live business men. By Edward N. Hurley, former Chairman of the 
Man and His Feet, 10 cents. Reprint of investigations and research Federal Trade Commission. 
work conducted by the New York Police Department for better feet. The Shoe Industry, $1.25. Takes you right into the shoe factory. 
H Shows how lasts are made, patterns are drafted and every step in 
ow to Advertise, Geo. W. French, $2.00. How to prepare adver- shoe making from cutting room to-shipper. By Frederick J. Allen. 
tisements—how to plan and plot advertising. 279 pages. 115 il- The Soldier's Foot and the Military Shoe, Munson, $1.50. Approved 
lustrations. by the U. S. War Department. The anatomy and use of the foot. 
First Advertising Book, “Cherrington,” $2.00. 596 pages of actual The Military shoe and how to fit it. The care of the feet and the 
experiences in successful advertising. Does not deal in theories, shoe. 54 illustrations. 
but is filled with tried and true advertising plans. The Shoe Craft, $1.25. E. W. Burt. A text book on association 
The Manual of Successful Storekeeping, $3.00. Brimful of ideas for ee eee ot es te pom ed bse organization work. 
A 4 : e 
selling plans, prepared by W. H. Hotchkin, for ten years advertising Faust’s Complete Card Writer, $1.25. Takes up in consecutive order 





and sales manager for John Wanamaker. C 
Advertising as a Business Force, $2.00. Another of Prof. Cherring- tt A.A, AL, ye | flee cate — nr hoa — 
ton’s wonderful business books. Contains the real “reasons why” ments and numerals. 

you should advertise, and tells you how to do it successsfully. Retail Selling, Fiske, $1.50. A practical course in selling by James 


“Advertising—Selling the Consumer,” $2.00. Selling the Consumer W. Fiske, Director of Selling Service, Lord & Taylor. 326 pages 
is the most important thing in advertising. Mr. John Lee Mahin of simple principles in selling for progressive merchants. No 
tells just how to do this. theories, but practical throughout. 

Order by title. Send cash with order and if at the end of five days you feel that any book you buy is not 


well worth the price, return the book and we will refund your money at once. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 


207 South Street, Boston, Mass. . 
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Changes in Business 
The Last Week’s Failures, Suspensions and Changes 


Failures 


Winchendon, Mass.—Chas. Nove, shoes, etc.; reported offering to compro- 
mise at 10 per cent. Liabilities, $11,000. 

Stoughton, Mass.—Upham Bros., shoe manufacturers, reported hereby offer to 

its creditors in full settlement of their respective claims 33 1-3 per cent in 
cash of such claims, and 6 2-3 per cent thereof in the individual - joint 
and several three-year notes of Messrs. Upham and Mead without interest. 
The money and notes are to be paid and delivered immediately upon and 

* in connection with the reorganization of the Upham Bros. Co, is offer 
is to become binding if and when accepted in writing, prior to April 
1, 1918, by a majority in number and amount of the creditors. At a 
recent meeting of the creditors it was voted by a majority of those 
present to accept a compromise offer of 33 1-3 per cent in cash. Since 
then a majority of our creditors have indicated in writing their readiness 
to conclude such a settlement. Some creditors, however, believed that a 
large offer should be made. It was impossible to realize the funds to 
make any larger offer. In an attempt to meet the views of these creditors 
Mr. Upham and Mr. Mead have agreed to give such creditors as desire it 
their personal notes as outlined in the above offer. Some have. expressed 
themselves as satisfied to take the 33 1-3 per cent cash without notes. 

Malden, Mass.—Samuel J. Bander, shoes, etc., reported is in financial 
difficulty and through his attorney has notified creditors that he is unable 
to meet obligations in full. Assets are scheduled at $1,334.05, with lia- 
bilities of $2,455.62. 

Stockton, Cal.—Geo. A. Kohn (The Main Bootery), shoes, reported embar- 
rassed. Reported liabilities, $14,000; assets, approximately $10,000, re- 
ported offering to compromise at 40 per cent. 

Stratford, Conn.—Ray Cadzin, shoes, etc., reported petitioned into bank- 
rutcy. Liabilities $1,832, assets $535. : 

Waynesboro, Ga.—Waynesboro Mercantile Co., shoes, etc., reported assigned. 

Red Bud, Ill—Red Bud Shoe Co., manufacturers of women’s and misses’ 
shoes, reported that an involuntary petition in bankruptcy has been filed 
against them, and it is stated that a recent statement showed liabilities 
of about $30,000, and nominal assets of about $50,000. The real estate 
is listed worth $9,600, against which there is a mortgage of $6,300, so it 
is thought that there will be little equity in same for creditors. Machin- 
ery account is listed at $5,100. 

Frankfort, Ind—T. R. Russell, shoes, reported petitioned into bankruptcy. 
Liabilities $4,777. assets $2,750. 

East Chicago, Ind.—Henry Hershovitz, shoes, etc., reported assigned. 

Joliett, I!l—Bernstein & Kramer, shoes, etc., reported petitioned into bank- 


ruptcy. 
Kankakee, Ill—The Model, Inc., shoes, etc., reported petitioned into bank- 


ruptcy. 
Chicago, Ill—H. M. Silberman (838 S. State St.), shoes, reported assigned. 
- - aaa disposed of by an auctioneer for $1,100. Reported liabilities 


Chicago Artificial Flower Co., bankrupt, reported Frank E. Spikings, 
trading as above, has filed petition for discharge in bankruptcy. A hearing 
on same will be had on the 22d day of April next, in the Government 
Build'ng, Chicago, at 10 o’clock A. M. 

Detroit, Mich—Sam Raimi, shoes, reported friends of Mr. Raimi have come 
to his assistance and have offered to advance a certain amount of cash 
to enable him to make a composition settlement of 25 per cent. An in- 
ventory of the assets taken showed same to be in the sum of $1,600 
and his liabilities are now alleged to be in excess of $5,000. 

Paulowski & Tomaszewski, shoes, reported an involuntary petition in 

_ bankruptcy has been filed against these parties. 

Springfield, Mo.—P. V. Collier (Walk Over Boot Shop), shoes, reported peti- 
tioned into bankrupttcy. 

Winn, Me.—Robert Carll, shoes, etc., reported petitioned into bankruptcy. 

Hawley, Minn.—Irving Archer, shoes, etc., reported petitioned into bankruptcy. 

Joplin, Mo.—Leon Levine, shoes, etc., reported offering to compromise at 33 1-3 
per cent. 

St. Louis, Mo.—Lindell Dry Goods Co., shoes, etc., reported petitioned into 
bankruptcy. 

Brooklyn, N. Y.—Isidor Safran, shoes, reported an offer of settlement of 50 
per cent cash and notes was made and declined by creditors. Creditors 
finally agreed to accept 75 per cent. The liabilities for merchandise are 
approximately $2,200. Stock has been inventoried at $1,595. Safran 
has now submitted a proposition to pay creditors 60 per cent, 25 per cent 
in cash and the balance in seven promissory notes of 5 per cent cash, 
payable monthly. 

Hurleyville, N. Y.—A. Weinstein, shoes, leather and findings, reported offering 
settlement of 4 per cent. 

Rocky Mount, N. C.—M. J. & Louis Schultz, shoes, etc., reported petitioned 
into bankruptcy, each of them filing the same list of creditors. Louis 
Schultz schedules his assets at $525 and liabilities $26,861. M. J. 

. Schultz lists assets of $4,025 and liabilities of $29,511. 

New York City—Taskey & Gold, shoes, reported at meeting of creditors these 
parties were unable to present an exact outline of their affairs, due to the 
fact that they kept no books, and Mr. Taskey, who has had practical 
management, is confined to his home through illness. They owe approxi- 
mately $14,000 to $15,000, of which some $4,500 is for money loans and 
$1,000 to their bank. They estimate their stock at some $11,000 to 
$12,000. They offer to pay 100 cents on the dollar, under a year’s ex- 
tension, which will be secured by notes satisfactorily endorsed. 

Olean, N. Y.—James Kelsey, Jr., shoes, etc., reported is in financial difficul- 
ties, and through the assistance of a relative is offering creditors a settle- 
ment on basis of 40 per cent. Inventory of stock at cost value shows 
entire assets to be $7,402.28. His liabilities amount to $8,334.88, con- 
sisting of a loan from his father $2,045, loan from bank $3,500 (on en- 
pest re notes), and $2,789.88 for merchandise accounts owing to fourteen 
creditors. 

Walden, N. Y.—R. S. Brown, shoes, reported a meeting of creditors of the 
above was held recently. It appears that Mr. Brown bought this busi- 
ness several years ago from a Mr. Kidd, paying him $12,000. He has 
ye so far $3,000 and is owing $9,000 balance of the purchase price. Mr. 

idd died and Mrs. Kidd, not being able to get the balance of the money, 


has decided to take the business over from Mr. Brown. She offered to pay 
creditors 33 1-3 per cent, but subsequently this offer was raised to 40 per 
cent. There is a stock on hand of about $10,000, and, in addition 
tothe $9,000 owing to Mrs. Kidd, there is owing for merchandise $1,850 
to various creditors. : 

Rochester, N. Y.—Thos. Bolton Shoe Co., shoe manufacturers, reported offering 
to compromise at 25 per cent. 

Passaic, N. J.—Quality Shoe Shop (Rosenberg & Preskel), shoes, reported a 
petition in bankruptcy has been filed against the above. Reported offering 
to compromise at 25 per cent. : “ 

Mt. Vernon, N. Y.—H. Gorewitz, leather and findings, reported assigned to- 
Samuel Goldstein. Amount of his assets are not definitely ascertained, but 
he is said to be owing about $3,700. i es 

Toledo, Ohio—Sam Remer, shoes, etc., +. ay” filed a petition in bankruptcy. 

Columbus, Ohio.—Mid-Western Leather ., leather, findings and shoe goods, 
reported Charles Lichten, doing business under the above style, has, 
through his attorney, sent notice to all of his creditors that he is unable- 
to meet his obligations as they become due, and therefore will be com- 
pelled to close. He called a meeting of his creditors for March 11 
last. It is stated that his merchandise on hand will probably invoice 
$2,000, accounts receivable $3,000, and his indebtedness is about $10,000. 

Cleveland, Ohio.—H. Saltzman, shoes, reported the first meeting of creditors 
was scheduled for March 19. Assets reported as $3,825, liabilities $7,585.92. 

Ganges, et. P. Wrigglesworth, shoes, etc., reported execution in hands 
of sheriff. 

Hughesville, Pa.—Saunder Shoe Corporation, shoe manufacturers, reported! 
petitioned into bankruptcy. Hon. A. M. Hoaglund appointed receiver. 
Assets $31,500, liabilities $43,053.89. : 

Sherman, Texas.—United States Mercantile Co., shoes, etc., reported offering 
to compromise at 40 per cent. 

Bloxom, Va.—Nock & Gill, shoes, etc., reported efforts are being made to. 
induce all the creditors of the above to consent to liquidate the firm’s 
affairs under a deed of assignment. Creditors were recently asked to 
accept a cash settlement of 60 per ent, which was the estimated proceeds 
of the sale of the assets to a Norfolk firm, after attending expences. The 
majority agreed, but the remainder declined, and the offer of purchase was 
withdrawn. Since the drafting of Gill, one of the partners, last fall, the 
business has not been profitable, it was explained. 

Montreal, P. Q.—Rex Shoe Co., manufacturers, reported assigned. 

St. John, P. Q.—A. Trahan, shoes, reported made a judicial assignment on the- 
15th inst., following an offer of settlement which was not scoped by all 
the creditors. Vincent Lamarre, liquidator, is in charge of affairs and is 
now preparing a statement of the assets and liabilities, and while this 
statement is not yet ompleted, it is estimated that the aseets will show 
approximately $15,000 and the liabilities a little over $12,000. 


Changes 


Boston.—Mann Bros., wholesale shoes, filed married woman’s certificate. 
Cohen & Weinstein (205 Essex St.), wholesale shoes, recently com- 
menced business here. 
Bridgewater (East).—Est. Geo. L. Carlton, shoes, succeeded by William Foley. 
Haverhill, Mass.—John H. Cross, Inc., shoe manufacturers, Geo. A. Learned’ 
retires. 
J. W. Proctor & Son Co., Inc., shoe stock, capital stock increased to- 


$65,000. 

Newburyport, Mass.—Leonard Wass Co., shoe manufacturers, about to com- 
mence business. 

Creston, Ia—T. W. Curry & Co., shoes, etc., sold out. 

Fancy Farm, Ky.—Elmer Carrico, shoes, etc., closing out. 

Kuttawa, Ky.—W. B. Jones, shoes, etc., sold out to Black & Langston. 

Mt. Sterling, > ica M. McCormick, shoes, etc., succeeded by Oldham 
& rmick. 

Havensville, Kan.—Chas. Swike, dry goods and shoes, sold out to W. O. 
Peterson and John Garretson. 

Soldier, Kan--C. O. Randel, dry goods and shoes, sold out to Garretson & 


Pullman, Mich.—Otto J. Gibson bought an interest in the Pullman Supply. 
., dry goods and shoe business, and will manage the business. 
Mankato, Minn.—B. Morgan, dry goods and shoes, sold out to John Wigley. 
Hartshorn, Mo.—Otto Haeffner, dry goods and shoes, sold out to Tom Jordan. 
Holden, Mo.—McCulloh Bros., dry goods and shoes, sold out to C. E. Medland. 
anes Grove, Mo.—John Adair, dry goods and shoes, sold out to Wm. 
erry. 
Colwood, Mich.—Muck & Benkelman, shoes, etc., B. F. Benkelman retires. 
Midland, Mich.—E. L. Gardiner Co., shoes, etc., capital increased to $40,000. 
Madison Lake, Minn.—Philip Danke, shoes, etc., sold ort to 1. P O’Rr'en. 
es Y giana tas Co., shoes, succeeded by Rievertson- 
ahne Co. 
Moe Minn.—Sternberg-Hauser Co., shoes, etc., succeeded by Herman 
ternberg. 
Wynot, Neb.—Wynot Mercantile Co., shoes, ete., R. Jackson retires. 
Barnstead, N. H.—Cummings Mfg. Co., shoe manufacturers, incorporated with 
capital $150,000. 
Brooklyn, N. Y.—Herman Garver (697 Broadway), shoes, sold out. 
Bayside, N. Y.—Nathan Jaffe, shoes, etc., sold out. 
New aed & Landesman, shoes, incorporated with authorized capital 
fo) ,000. 
Ba J. C. Penny Co., Inc.—Shoes, etc.; E. J. Neighbors retires. 
O’Neille, Neb—Arthur Ryan bought the Chmeler & Brady shoe business. 
Randolph, Neb.—D. E. Nellor will open a dry s and shoe business here. 
Dawson, No. Dakota.—Morse & Herbst bought the A. F. Jacobs dry goods 
and shoe busiaess. 
Ft. Clark, No. Daxota.—E. H. Reid, dry goods and shoes, sold out to Ray 
atson. 


Leesburg, Ind.—E. E. Spitter and father bought™the ‘S.J. Swansofi dry goods” 


and shoe business here. 
Pennville, Ind.—-McCarty & Gordon, dry goods and shoes, succeeded by Mc- 
_. Carty & Bowman. J. Will Bowman is the new partner. 
Ridgeport, Ind—John Flynn, dry goods and shoes, sold out to a Mr. Mar- 


tindale. 
Centerville, Ia.—Harry L. Tilton bought the N. & S. Bootery here. 
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SALESMEN WANTED 


“Recorder” rates for space less than one-eighth 


Space ltime 7times 13 times 
| epee $4.00 $3.00 $2.75 
ee 8.00 6.00 5.25 
i ae, 12.00 9.00 7.75 

3 éinch....... 15.00 12.00 10.00 


PITTI iii iii iiiiiiiriiiiiiiriiiiiiriiirrr rire 


26 times 52 times 


4.75 4.00 

vertisement for address. 
7.00 6.00 
9.00 8.00 


Payment in advance is required, except when regular advertisers, as amounts are too 


small tu open accounts. 


Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each 
insertion. Minimum amount accepted, sixty cents. 

For other ““Want” advertisements, five cents per word for 
—-_ ee Minimum La accepted, _ ~ ar. 
under heading will received up to five o’clock 
$2.50 $2.00 Tuesday, P. M. When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each ad- 


warded direct to their address, each word of the address must 
be counted in the advertisement and paid for accordingly. 
Answers to ads. must be sent under letter postage. 


March 30, 1918: 


When advertisers desire replies for- 








HELP WANTED 


LINE WANTED 





GALESMEN WANTED—For all States, specialty 
line Women’s Comfort and Corrective Shoes, 
twelve samples, Goodyear welts, 6-per cent com- 
mission. ddress K, Box 468, Haverhill, Mass. 
GALESMAN wanted—Good experiened shoe sales- 

man for high-grade western line of work shoes 
in western Pennsylvania. Only live salesman with 
shoe experience and established business will be 
considered. Address “‘Optimo,”” care Boot & Shoe 
Recorder, 189 West Madison St., Chicago. 


WANTED—Salesmen for the following states: 
Pennsylvania, New York, New Jersey, Ver- 
mont, Ohio, Michigan, Illinois. To sell well-known 

pular-price line of work shoes, Scouts and Mc- 
to misses’ and children’s. | Address ag 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 

















POSITION WANTED 


ANTED—Buyer- -manager for shoe department; 
men’s, women’s and children’s shoes. Store 
located within a hundred miles Pittsburgh. We 
require services of a man who is thoroughly 
posted, is aggressive and can show a year - 
crease in volume. Salary and ate 
Address A2034, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—A manager for an exclusive shoe store 
doing a large volume of business, employing 
an average of fifty people, in one of our largest 
cities; must be a live wire. In answering, give your 
experiences and business connections for the past 
ten years in detail, age, married or single, nation- 
ality, if born in this country, wages you have re- 
ceived for the past ten years and wages you expect 
to receive. There is an Tint for the right 
man to become interested in firm, but this is not 
necessary. Answer all questions or your applica- 
tion will not be considered. All answers will be 
treated strictly confidential. Address A2030, care 
nee and Shoe Recorder, 207 South St., Boston, 
ass. 








INE WANTED for South, California, New 
Mexico. Will travel Mexico, South America, 

} ay Lo Spanish fluenily. Ten rs’ sell- 
Married. Age 36. lest par- 

tiealare to to. interested firm. ddress A2037, care 
Boot and Shoe Recorder, 207 South St., Boston, 





ASENCY required for South Africa and Rho- 
desia. Required by one of the principal = 
agents, the sole agency for South Africa and R 

desia of a reliable manufacturer of felt na 
Commission cases only. Sa of orders and 
nang in the United States. First class _refer- 
=. ay 3 address A2027, care gg and” Shoe 
07 South St., Boston, Mass. 








FOR SALE 


RAFTED and must sell our shoe stock at once. 
Two years’ clean stock, exclusive lines in 
town, at a sacrifice. Pross Bros., joharie, 


N. Y. 











OUNG married man, 16 years’ experience 
shoe business, three years on road, desires 
position traveling in New York State or _Pennsyl- 
vania, for manufacturer or wholesaler. Have pre- 
viously covered 56 counties in New York. a 
A2036, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


GALESMEN calling upon shoe manufacturers 
through Pennsylvania and New York siates 
wishes to communicate with house desiring repre- 
sentation in that territory. Address A2035, care 
and Shoe Recorder, 207 South St., Boston, 
ass. 
SHOE BUYER and manager of 10 years’ experi- 
en 


ce, now employed, desires change; live wire 
5 years with present large con- 








and prodne cer; & 
Address A2033, care te & Shoe Recorder, 


cern. 
207 South St., Bosion, 


EXPERIENCED | cated calling on the 
shoe manufacturers throughout New England 
would like to hear from a house wishing repre- 
sentation among this trade. Address Salesman, P. 
O. Box 718, New York City. 











HELP WANTED 


AGENCY WANTED 


WANTED TO PURCHASE 








Selling Agency Wanted 


Manufacturers’ Agents have well estab- 
lished office and sales force. Desire any 
line of specialties to be sold jobbing and 
retail trade in the East. Will take over en- 

tire sales proposition on straight commis- 
a basis. Address Manufacturers Agent, 
care of “Boot and Shoe Recorder,” 127 
Duane St., New York. 














SHOE FACTORY WANTED 


HOE FACTORY wanted—Buy or lease—Good- 
year welt for men on maki 
from 3,000 to 5,000 per day. Within 6 hours’ 
train from New York City. No other factory 
wanted. Address A2038, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














Wanted Credit Men 


Several bright, intelligent 
young men with previous ex- 
perience in credits either as 
principals or assistants. Good 
future for right parties. All 
communications treated as 
strictly confidential. Apply by 
mail to Adv. Dept., The Credit 
Clearing House, 440 4th Ave. 
New York City. 














LINE WANTED 


ALES-MANAGER who is fi ially 
wishes to contract for territory and lines 
or men’s, a and_ children’s shoes at 
ular prices. J. C., Box 46, care Boot and 
Bhoe Recorder, 207 South St., Boston, Mass. 
ANTED—By district sales manager, three 
more lines each of popular-priced men’s, 
women’s, boys’, misses’ 3. a aaee we yo 
line of rubber_boots and sh 
Box 92, care Boot and Shoe R me's, “207 South 


St., Boston, Mass. 
GALESMAN— Wholesale trade; 10 years’ experi- 
ence selling women’s ‘McKays and welts to 
best jobbing trade in country; over million dollars’ 
sales annually past five rs. Thoroughly under- 
stands manufacturing end as well as selling. Has 
designed all styles shown. Contemplating making 
change and am om, open for 
accepted after Apri Address A2025, care Boot 
and Shoe nh. 207 South St., Boston, Mass. 
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We Buy for Cash 


Bie HE, Jobbers 
—— Surplus Stocks, fn 


NO ‘QUANTITY TOO LARGE 
trom fetal purchase entire stocks 





Send 
hat you ba have for a 
We Pay Highest Cash Value 
VAN PRAAG & CO. 


537 B81” Brondvway,. New Yor York N. Y. 
Telephone 2248- 


eu R IEEE E 














CASH PAID 


Max Kalter Mercantile Co. 





100-102-104 Grand St. New York City 
Phone Spring 9413 











WERE ae 


Terese 
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Syracuse, Ind—T. A. Brainard & Co., dry goods and shoes, sold out to a 
Mr. Weidner. 

Elgin, Ill.—Lassers Stores, Inc., clothing and shoes, moved to Kewanee. 

Elko, Ind.—Herman Schenkel, "dry goods and shoes, succeeded by Stands Bros. 

‘Carroll, Ia—Fred Davis, dry "goods and shoes, sold out to Abe Patrick. 

‘Clearfield, Ia.—Leonard Lents .bought a dry goods and shoe business here. 

Modale, Ia.—Simon Fitzpatrick, dry goods and iow sold out to M. Fauger. 

Persia, Ia.—Claude Doyle has purchased the John Bredencamp interest in the 
Willard & Bredencam: dry goods and shoe business. 

ae * City, Ia.—Payton Shoe Store, also branch store at Le Mars, Ia. News 
has been circulated that this business had been incorporated as the Payton 
Shoe Co. They did start out with this plan and went so far as to file 
papers. However, later developments made them change their plans, and 
they will continue the business as a ae and private affair as hereto- 
fore, as Payton’s Shoe Store, Thomas Payton, proprietor and owner. 

Rock Rapids, Ia.—Harry Griffiths has ar ‘a shoe store here. 

Flaherty, Ky—J. T. Martin, dry goods, shoes, etc., sold out to Frank & 


Harry sb 

Jasper, Minn —. J. Travis, dry goods and shoes, sold out to P. R. Plank. 

errebonne (Mail Red ks Falls), Minn. —Joseph and Homer Parenteau 

bought a dry goods and shoe business here. 

Whalen, Minn.—C. C. Storlie, dry goods and shoes, sold out to ¢ J. Mindrum. 

Sorrel, Mo.—Carl Page, dry goods and shoes, sold out to B. G. Frazier. 

Raleigh, N. C.—Peebles & Edwards. J. M. Edwards has purchased the entire 
oy mae of — in the above firm. Firm will be known as J. M. 

wards, 

Monongahela, Pa.—Charles D. Borland, 239 Main St., shoes, sold store to 
Allen & Barclay, and moving to Pittsburgh. 

‘Gregory, So. Dakota.—Hetts Bros., dry goods and shoes, sold out to C. E. 


Knaack. 
Volin, So. Dakota.—A. C. Paulsen, dry goods and shoes, sold out to Elmer 


Long. 

Spearfish, So. Dakota.—J. A. Corbin, shoes, sold out, 

‘Geddes, So. Dakota.—John Gensbroek, shoes, reported sold out. 

Woodsboro, Texas.—Kasten & McNeil Mercantile Co., shoes, etc., capital de- 
creased to $10, 

Algoma, Wis.—S. Perry Co., shoes, etc., sold out. 

Gays — Wis.—Lewis & Onstine, shoes, et., dissolved partnership—suc- 
ceeded by Frank Lewis. 

Madison, Wi. —Joseph Hyland bought an “ym in the Huegel Bros. shoe 
store. New name, : & Hyland Boot S 

Richland Center, Wis.—D. L. Constantine sold hee dry goods and shoe busi- 
ness to Ed. Straight. 
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La Crosse, Wis.—Joseph S. Arenz has purchased his brother, Ces, interest 
in the J. S. Arenz & Co. shoe business. New name, Arenz Shoe Co. 
Granton, Wis. “y= & Son, dry goods and shoes, sold out to the American 

rative Association 
Lindsey, Wis. —Thomas Bagnall bought the dry goods and shoe business of 
Chris Paulsen. 
Neenah, Wis.—Foss-Kobey Co.—Incorporated capital $10,000, to onatess a 
general merchandise business. Incorporators, A. Rhoades and B. S. Foss. 
Neenah, Wis.—John Strum Shoe Co. stock has been purchased by J. J. —_ 
Rosendale, Wis.—Mr. Kuhnz will open a dry goods and shoe business : 
Royalton, Wis.—J. E. Hauer sold his dry goods and shoe stock to Stratton 
& Button 
Brookings, So. eae —E. E. Sedam, dry goods and shoes, sold out to N. 


A. Hanso 
Emory, Tex.— Tackett & Allen, dry goods and shoes; loss by fire $25,000, 
insurance $17,000. 





Price Misquoted 


In the J. W. Carter Chicago Company advertise- 
ament appearing March 23, the price of Stock Shoe, 
Number 700, illustrated and described, should have 
been $4.15 instead of $4.50. Price was subject to dis- 
count of 5 per cent. 





Correcting Boston Office Address 

In last week’s advertisement.of the Cotter Shoe Co. 
of Lynn, Mass., the address of their Boston Office 
was incorrectly given as 133 Essex St. The Company’s 
Boston Office is located at 212 Essex St. 





WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or whole- 
sale. Short term leases taken off 
your hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
520-522. Broadway, New York, 


Phone Spring 6680 
We also purchase clothing, 
hats, furnishing goods, etc. 

















Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


ev for quteios 
full 

scription an + 
ices 











The Bicycle 
+ Ladder 


67 famine olph St. 
Chicago Til. 

















We ba quick and me phen Epes 
for retail and all td wholeeale stocks of shoes or any 


"aon. 





BROOKLYN PUpCHAsNS SYNDICATE 
FRANK WALKER, Pro —_ 
610 Broadwa 
*Phone, 2328 Willia adhere 








No matter what policy you may pursue in 
selling to the shoe trade, nevertheless, you 
need the “BOOT AND SHOE RECORDER’ 
all the time. 








Milbradt 
Ladders 
Now In Use 


ders are being 
throughout the country. 
They are real time and 


money savers and are 

cwwewat= Lomas MAT KID 
t it~ 

isfaction guaranteed. COLORS 

Write for catalog showing 

Milbradt Ladders suited for 

every tind of shelving. 


Milbradt Mfg. ‘ Job Lots of Shoes & Leather 


Company 
2410 N. 10th Street 
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T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


95 South Street, Boston 





Are Sold Through the 
Recorder Want Ad Page 


St. Louis, Me. 5 CENTS A WORD 
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Ad. h of A cated F Papers, Inc. 








PECSSOSRSHSSSESSESSSSSSSSSS Ree rsseseeeeeeSESSSETSETCTSSSSESEHSSRSeeeseseeeeeeseseeeeeeeeeeEEEES 


ef purpose of the “‘Boot and 
} meet the progress of the entire nilied industries selating tos 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of the Root 








BOOT AND SHOE RECORDER | 


THE RECORDER CREED : 


tie riek More Shoes Sold nets not only “‘more”’ but “‘right”’; sold for the ri 
t open for 7 ri ht gee, oe the right ane. £ 


ae bd | 


se, to the right wearer, in 


his is the great pro dy the retail shoe merchants. ; 
hoe Recorder’”’ is to — solve it; for this is the basic problem upon which ; 
oes and leather; their production and distribution 1 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. — 
Entered at the Post Office, Boston, Mass., as second class matter = 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 

















f WHERE TO BUY 





BOOTS AND SHOES. 


Adams, F. E. Co., Haverhill, Mass.......... 40 
Allen-Foster-Bridgeo Co., Lynn, Mass........ 92 
Arnold, M. N., Shoe Co., No. Abington, Mass. 85 
Athletic Shoe Co., Chicago..........eseeeees 98 
Bancroft-Walker Co., Haverhill, Mass........ 15 
Bates, A. J., Webster, Mass...........+2++. 52 
Boardman Shoe Co., Boston............++++ 96 
Brown Shoe Co., St. Louis, Mo............. 36 
Carter, J. W., ’« Co., Nashville, Tenn., and 
CRN, Tis cccncccueoccevegacescosecccs 95 
Chippewa Shoe Co., Chippewa, Wis.......... 15 


Churchill & Alden Co., Brockton, Mass. .4th cover 
Cotter Shoe Co., Lynn, Mass..........-.++++ 99 















Cushman, W. c. BD Ge, Beste sc ccceccece 99 
Dalton Co., Brockton, Mass.............00: 2 
Eaton, Charles A., Co., Brockton, Mass...... 97 
Evans’ Sons, L. B., Wakefield, Mass........ 66 
Excelsior Shoe Co., ..— Wecknes enme 14 
Fiske Shoe & Leather Co., Boston. occe 
Fox, Inc., Chas. K., Haverhill, Mass. 1 
Goodrich, Hazen B., & Co., 96 
Green Felt Shoe Co., Daniel, Boston. 63 
Grieb Shoe Mfg. Co., Philadelphia 38 
Hagerstown Shoe & Legging Co., eR 

Be nh006gsncgeedscnsencabgeees 44 
Harney Shoe Co., P. J., Lynn, Mass a Se 
Holmes, W. T., Co., Philadelphia Reces </e 
Holters Company, Cincinnati, _ eee 8-9 
Howard & Foster Co., Brockton, Mass...... 6 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 72-73 
Johansen Bros. Shoe Co., St. Louis, Mo...... 60 
Johnson Bros. Shoe Mfg. Co., Hallowell, Me.. 55 
Kalt-Zimmers Co., Milwaukee, ae 34 


Kaut-Reith Shoe Co., Carthage, Mo..Front cover 
Keith, The Preston B., Shoe Co., Brockton, 


BNO 0 b.50-065cctecsdcesastccesesatecees 58 
Rises, T. 3.. Gai. Rom Battie vecccccess: 48 
King, Inc., Mrs. A. R., Philadelphia. ..... 2d cover 
Klein, Henry, & Co., "Chicago, SPS 90 
Kreider, A. S., Co., The, Chicago, Ill......... 90 
Lane Bros. Co., SO ate i aa) SN 99 
Lunn & Sweet Shoe Co., Auburn, Me...... 78-82 
Malbon Shoe Co., Haverhill, Mass.......... 13 
Marshall Co., C. S., Brockton, Mass........ 70 
McElroy- Sloan Co., St. ee aS 42 
Monitor Shoe Co., New York City..... .. 48-99 
Packard & Co., M. A., Brockton, Mass...... 100 
Palmer-McLellan Co., Fredericton, Can...... 13 
Peters Shoe Co., St. ‘Louis, Mo..........3d cover 
Posner, Dr., Shoes, Inc., New York City...... 44 
Powell & — "2 eae 15 
Ramsey, E. J., C New York heaped take nerad 45 
Regal Shoe Co., “dieeee, pe eee . 46-47 
Reimer Shoe Co., A. Milwaukee, Wis.... 13 
Rheine Shoe Co., St. Louis, Ns 5 Sint Ay Sa 54 
Rice & Hutchins, Inc., eR ce wkd 16 
Riley Shoe Mfg. Co., Cincinnati, O........ 65 
Roberts, Johnson & Rand Co., St. Louis, Mo.. 74 
Sargent Co., D. D., Salem, ag ee Re 76 
Scheiffele Shoe Mfg. Co., Cincinnati, O...... 58 
Sighee, Chicana, Fl... cc cucccdeseecnscccets 90 
Smith-Briscoe Shoe Co., Inc., Lynchburg, Va. 54 
Solo Shoe Co., New MN te edackhadsssccn 15 
Standard Felt Co., West Alhambra, Cal...... 7 
Stetson Shoe Co., So. Weymouth, Mass...... 99 
Thompson Bros., Inc., Brockton, Mass...... 5 
Thompson Ehlers Co., Chicago, Ill.......... 90 
Thompson Shoe Co., St. Paul, Minn........ 13 
Timson Bros., 28 FES OR 99 
United States Rubber Co., New York City.. 56-57 
Victor Shoe Co., Salem, Mass............+-- il 
Weimer-Wright & Watkin Co., Phila., Pa... 3 
Wise, Shaw & Feder Co. Cincinnati, i iS 10 
Wright, E. T., & Co., Rockland, Mass. ee 


LEATHERS AND OTHER MATERIALS. 
Beggs & Cobb Co., Inc., Boston........... 


Bristol Patent Leather Co., Boston.......... 62 
Einstein, J., Inc., New York City.......... 64 
Gallun & Son, A. F., Milwaukee, Wis........ 88 
Hub Gore, Boston and New York.......... a 
Jones Ce, FF. E., BetRRs ccc ccnccsccvcsccs 103 
Levor, G., & Co., Inc., Gloversville, N. Y.... 12 
Locke & Co., Inc., HH. E, BesteM....ciacss 4 





‘American Shoe Polish Co., Chicago 


Schmidt, Carl E., & Co., Inc., Detroit, Mich. 


48a-48b 
Standard Kid Mfg. Co.> Boston............ 99 
Thayer-Foss Company, Boston, Mls cs x shea 59 
Traugott, Schmidt & Sons, Detroit, Mich..... 66 


FINDINGS AND SHOE STORE SUPPLIES. 

Allen Co., John, Pawtucket, I 13 
Bicycle Step Ladder Co., Chicago. . 
Colt-Cromwell o., New York City 
Empire Shoe Finding Corp., on York City.. 15 
Goodyear Tire & Rubber Co. Akron, Ohio. "50-61 









J. & B. Sales Co., Worcester, Mass. 99 
Milbradt Mfg. Co., St. Louis, Mo. | 
Myer, F. E., Bro. Co., Ashland, ites 26. 103 
Nathan Novelty Mfg. Co., New York City.. 13 
United States Rubber Co., New York City.. 68-69 
World Supply Corp., New York Geicnaccnce 84 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRES SSINGS, — 
Radium Dye Co., Kansas City, Bi ses aeons 15 
Griffin Mfg. Co., New York City............ 99 
New York Dyeing Co., New York City...... 13 
Regers Fitre Co., Becton. oii iccicciccccs 80 
United Shoe Machinery Corp., Boston...... 94 
Wade & Co., A. R., Haverhill, Mass......... 13 
WINDOW DECORATIONS. 
Doty & Scrimgeour Sales Co., Inc., New York 
GOP ~ hen dvccdcgentt tb baeddeedenseavan 
MISCELLANEOUS. 
Atlantic Printing Co., Boston............+4. 99 
eee Purchasing Syndicate, Brooklyn, 
Cove PE House, New York City....... 66 
Fitchburg Mutual Fire Insurance Co., Fitch- 
RR Tis 664s sscudedwenatetectundshen 
Glauberg & Co., New York City............ 103 
Hooper Printing Co., Boston................ 99 
Hotel Chelsea, New "York SEE: See 66 
Ds DE,  DOMNRsocccecschesccgandecaas 54 
Beets Ee Gee, Cea sc ob ccnccdondensse 67 
Hotel Martinique, New York City.......... 48 
Independent Jobbing Co., Boston............ 
Journal Engraving Co., Dinteel Soc ce0sa0dcs 99 
rire rr re 
Kalter Merc. Co., Max, New York City.... 103 
Lilly Co., Henry, New York City............ 99 


Merchants’ Business Building Service, New 
FE. Bain ck ckc cag Wandedeccabdkeetbsse 

New York Export Purchasing Corporation, 
BO TO Gi cscvctvesnccctestccceses 103 


Tolman Print, Brockton, Mass.............. 99 
Van Praag Ch. Mom Vedk Gite. . vcccsausens 103 
FINDINGS, EQUIPMENT, REPAIR SECTION 
Adler-Jones Co., Chicago, Reouagunudeehee 23 
American Gaiter Co., New York City........ 18 


watt diacks 0us 10 
Blackinton, R., & Co., No. Attleboro, Mass... 12 
Chicago Wire Chair Co., Chicago............ 17 


Coburn Troiley Track Co., Holyoke, Mass. . 18 
Elliott Machine Co., Grand Rapids, Mich. . 18 
Emery-Beers Co., Inc., New York City...... 1 
Essex Rubber Co., Trenton, N. J.......... 16 
Fit-Rite Mfg. Co., Canton, O.........%....5 23 
ow a Support Co., New York City.. 17 
Griffin Mfg. Co., New York ee 2d cover 


Laing, Harrar & Chamberlin Co., Philadelphia 20 
ee Shoe Trimming Co., Brooklyn, 
Mayhew, James N., Co., Minneapolis, Minn.. 20 
ez O. A., Treeing Machine Co., Brockton, 
OO a ees 


Narrow Fabric Co., Reading, Pa............ 18 
National Cash Register Co., Dayton, O...... 14 
Norwich Nickel & Brass Co., Norwich, Conn.. 22 
Polay-Jennings Fixture Co., Chicago, | 20 
Ramsey, H. W., ‘& Co., Dont. «x 2s.0's0 sau a 
Rhodes, M. M., Son Co., Taunton, Mass..... 17 


Streit, C. F., Mfg. Co., Cincinnati, Ohio.... 21 
Toledo Button Machine Co., Toledo, Ohio. 22 
United Shoe Repair Machine Co, Boston. .3d cover 

2 


Whitcher, F. W., Co., Boston............... 
Whittemore Bros. Corp., SNOT 040606 nq6 12 
Wizard Foot Appliance Co..........+.- 4th cover 


Newspaper Ass'n 


Member of Audit Bureau of Circulations 








oe Ras = in the interest of the shoe 
and turer by the 





BOOT AND SHOE RECORDER PUB. CO. 
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The Shoe Store of Today © 


From Front Door to Shipping Room — Window Backgrounds 


INDOW backgrounds have rapidly grown into 

popular favor during the last few seasons. The 
possibility of the space behind the shoe or findings dis- 
play is now utilized with skill to complete the entire 
window effect. 


Some merchants prefer permanent backgrounds, a 
good example of which is given in cut No. 1. This 
latticed window effect, combined with the natural wood 
and drapery base background results in a rich, dignified 
whole—particularly adapted to the showing of high 
grade merchandise. I 

Illustration No. 2 depicts a seasonable Easter back- 
ground. The use of artificial floral decorations men- 
tioned elsewhere in this issue is here pronounced. The 
entire trim is a charming one, well balanced and 
attractive. 

For a large window the use of a single lay figure 
as a central point of interest is commendable. This 
is shown in illustration No. 3. The floral touch is again 
in evidence, while the comparatively plain panel, form- 


3 


ing the rear wall of the window, accentuates the general 
effect of the entire trim. 

The most striking note in the window shown in 
illustration No. 4, is given by the well drawn figured 
panels. 

These are snappy—up-to-the-minute pictorial deco- 
rations, suggestive of the war times that we are living 
in. Once more the floral touch is noticed. This is an 
exceptionally fetching window and sure-fire salesmaker. 

The last illustration gives a good idea of what one 
display man has done with a large double window. 
While the number of shoes shown is not extensive, yet 
the decorative features—the flowers and trellises are 
strongly indicative of the season—Spring. This win- 
dow will command attention. 

Give your window backgrounds much thought—re- 
member that they will either help or hinder the dis- 
play value of your merchandise and while they must 


No. 2. 


be attractive, subordinate them to the goods you wish 
to sell—for you are surely not selling backgrounds. 
Keep these backgrounds seasonable—keep them orig- 
inal and of such a nature that the prospective buyer 
feels their effect rather than sees their prominence. 
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No. 3. 


As for the material to use, you have an unlimited field 
to choose from—wall board, cardboard, imitation wood 
board, canvas, cloth or wood background material can 
be had at a very low cost. 

The skill and originality you—or your display man— 
must furnish and from the hundreds of beautifully 
arranged windows put in constantly all over the country, 
there is certainly no lack of skill for the American 
window display man is above all things—versatile. 


Daylight Saving Plan in Operation 

The recently passed daylight saving plan now in 
operation has the endorsement of every thinking person. 

It gives us one hour more of light for work or play 
when the business day is ended. It means more effi- 








cient employees and a good deal more time and oppor- 
tunities for enjoyment. It will give you: more time on 
that home garden. Use up this extra hour in helping 
Hoover by making his slogan come true, “Food will 
win the war.” You will have one hour more to do 
those odd jobs around the house. If you like tennis, 
golf, or any other sport, you will have time to in- 
dulge in your favorite pastime before the dinner hour. 
_In fact, there are numerous activities that you can 
perform that heretofore had to be left to Saturday 
afternoon or Sunday, and all without losing a single 
minute from your usual working day. 

All that is required is to.set the clock ahead one 
hour on Easter Sunday morning. Here is a change 





that inconveniences no one in the slightest degree. 
You go to work and come home according to the 
same clock time. In the summer the sun rises at an 
early hour. It is going to do you good to be able to 


‘see it. Rise with the sun and retire soon after the 


setting. What is the result? A healthier, more effi- 
cient nation. For waking hours that were formerly 
given to darkness and indoor activities, will be 
changed to hours of strength-giving outdoor life. 


World Salesmanship To Be Held 
April 24 to 27 


The annual convention of the World’s Salesmanship 
Congress will be held in Detroit, April 24 to 27. 
Although in past years, this has taken place in July, 
owing to the many war questions that have arisen to 
affect salesmanship, this earlier date was decided upon. 

An official announcement pertaining to this coming. 
event says: “This Congress is for the heads of author- 
ized representatives of business whose opinion in their 
particular field may be worth presenting to the entire 
body of the Congress. 
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Foot Appliances Are Profitable 

Every merchant. should take up the.study of the 
-anatomy of the foot. He should make it a point to 
see that his clerks do likewise. 

The information gained by doing so will enable you 
to more properly fit your customers, and, in addition, 
alleviate many of their foot troubles. 
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Talk over this subject with your clerks. Talks on 
anatomy with your clerks will be a help to everyone. 
There is a good profit awaiting you in selling a line of 
foot appliances. 

The clerk who is educated on the subject of foot 


anatomy easily recognizes customers’ foot ailments. 
He is in a position to suggest the proper remedy—fit 
the customer with the appliance needed—and everyone 
is satisfied. 

The customer enjoys needed comfort and another 
sale is entered on the-day’s business. 

Today witnesses a period when a merchant must be 
thoroughly acquainted from the ground up with his 
particular line. 

The foot is your particular business. Don’t stop 
at fitting shoes. Go a little further and train yourself 
in taking care of foot troubles. It is not only interest- 
ing, but profitable. 





February Repair Prices 


To give some idea of what prices repairers are 
getting, we quote the following for February in the 
Shoe Repair Department of Wm. Filene’s Sons Co. 


Men’s Women’s Boys’ Misses’ Children’s 

Whole sole and heel $1.75 $2.00 $1.75 $1.50 
Half sole and heel y 1.50 1.75 1.50 1.25 
Whole sole and heel R 1.40 1.50 1.40 1.25 
Half sole and heel F 1.15 1.25 1.15 1.00 
Half sole, nailed : 1.00 1.10 1.00 75 
Leather heels 4 35 50 35 25 
Rubber soles and heels i 1.75 Pos p- er eves 
Rubber heels 7 50 50 50 

Turn whole sole, any heel J 2.75 Te ates 

Wood heels and toplift 1.00 





Don’t wait for business to come. Go out after it. 








A Novel and Useful Fitting Stool 


This mirror-stool, now being placed upon the market, is offered as distinctly 


novel in addition to its useful qualities. 


The manufacturer claims it will greatly 


influence and help the individual shoe sale, paiticularly with feminine customers. 
One motion opens the three mirrors, enabling the customer to see the shoe from 
every viewpoint. The name and address of the makers will be forwarded to 
all shoe merchants who write the Equipment Editor of the “Recorder” Findings 


Division. 
i 
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As for the material to use, you have an unlimited field 
to choose from—wall board, cardboard, imitation wood 
board, canvas, cloth or wood background material can 
be had at a very low cost. 

The skill and originality you—or your display man— 
must furnish and from the hundreds of beautifully 
arranged windows put in constantly all over the country, 
there is certainly no lack of skill for the American 
window display man is above all things—versatile. 

Daylight Saving Plan in Operation 

The recently passed daylight saving plan now in 
operation has the endorsement of every thinking person. 

It gives us one hour more of light for work or play 
when the business day is ended. It means more effi- 





cient employees and a good deal more time and oppor- 
tunities for enjoyment. It will give you: more time on 
that home garden. Use up this extra hour in helping 
Hoover by making his slogan come true, “Food will 
win the war.” You will have one hour more to do 
those odd jobs around the house. If you like tennis, 
golf, or any other sport, you will have time to in- 
dulge in your favorite pastime before the dinner hour. 
_In fact, there are numerous activities that you can 
perform that heretofore had to be left to Saturday 
afternoon or Sunday, and all without losing a single 
minute from your usual working day. 

All that is required is to.set the clock ahead one 
hour on Easter Sunday morning. Here is a change 





that inconveniences no one in the slightest degree. 
You go to work and come home according to the 
same clock time. In the summer the sun rises at an 
early hour. It is going to do you good to be able to 


‘see it. Rise with the sun and retire soon after the 


setting. What is the result? A healthier, more effi- 
cient nation. For waking hours that were formerly 
given to darkness and indoor activities, will be 
changed to hours of strength-giving outdoor life. 


World Salesmanship To Be Held 
April 24 to 27 


The annual convention of the World’s Salesmanship 
Congress will be held in Detroit, April 24 to 27. 
Although in past years, this has taken place in July, 
owing to the many war questions that have arisen to 
affect salesmanship, this earlier date was decided upon. 

An official announcement pertaining to this coming. 
event says: “This Congress is for the heads of author- 
ized representatives of business whose opinion in their 
particular field may be worth presenting to the entire 
body of the Congress. 
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Foot Appliances Are Profitable 


Every merchant. should take up the.study of the 


-anatomy of the foot. He should make it a point to 


see that his clerks do likewise. 

The information gained by doing so will enable you 
to more properly fit your customers, and, in addition, 
alleviate many of their foot troubles. 
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Talk over this subject with your clerks. Talks on 
anatomy with your clerks will be a help to everyone. 
There is a good profit awaiting you in selling a line of 
foot appliances. 

The clerk who is educated on the subject of foot 


anatomy easily recognizes customers’ foot ailments. 
He is in a position to suggest the proper remedy—fit 
the customer with the appliance needed—and everyone 
is satisfied. 

The customer enjoys needed comfort and another 
sale is entered on the day’s business. 

Today witnesses a period when a merchant must be 
thoroughly acquainted from the ground up with his 
particular line. 

The foot is your particular business. Don’t stop 
at fitting shoes. Go a little further and train yourself 
in taking care of foot troubles. It is not only interest- 
ing, but profitable. 





February Repair Prices 
To give some idea of what prices repairers are 
getting, we quote the following for February in the 
Shoe Repair Department of Wm. Filene’s Sons Co. 
Men’s Women’s Boys’ . Misses’ Children’s 


Whole sole and heel......... $2.25 $1.75 $2.00 $1.75 $1.50 
Half sole and heel............ 2.00 1.50 1.75 1.50 1.25 
Whole sole and heel.......... 1.75 1.40 1.50 1.40 1.25 
Half sole and heel............ 1.50 1.15 1.25 1.15 1.00 
Malt cole, matled.< oct .656 6% 1.25 1.00 1.10 1.00 75 
Leather heels...........-.-+4. 50 35 50 35 .25 
Rubber soles and heels........ 2.00 1.75 sedis ooaie Saes 
Mather. BOURiss 6 nces eaceecwes 50 50 50 .50 

Turn whole sole, any heel..... 3.00 2.75 rs shes 

Wood heels and toplift............ 1.00 





Don’t wait for business to come. Go out after it. 











A Novel and Useful Fitting Stool 


This mirror-stool, now being placed upon the market, is offered as distinctly 


novel in addition to its useful qualities. 


The manufacturer claims it will greatly 


influence and help the individual shoe sale, particularly with feminine customers. 
One motion opens the three mirrors, enabling the customer to see the shoe from 
every viewpoint. The name and address of the makers will be forwarded to 
all shoe merchants who write the Equipment Editor of the “Recorder” Findings 


Division. 
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Spring Is Here 


Some Practical Hints as 


HAT a wonderful piece of vocabulary is this word 

Spring and with such vast meanings—It may 
suggest the source of a gurgling brook on a hillside far 
away or perhaps something which you broke inside 
your watch once and which cost a dollar and a half to 
repair; but why wander? In this particular case it has 
only to do with a seasor of the year when the golf- 
hound wears holes in the dining room rug “putting” 
for the circular design in the centre, and repaints the 
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Sketch No. 1 


balls he found on the course during the last few weeks 
of the past season. 

The base ball boys are oiling up the old “mit” and 
glove and putting new tape on the bat handle. 

The tennis fiend is looking over last season’s shoes 
and privately estimating what it will cost to get them 
into shape for the first “set” of the season which is not 
far away. And well they all know, that with the price 
of new shoes what it is today, they will by having the 
old ones repaired, save enough to restring many a 
racket and buy many new balls, and after all they are 
practical men, who require the exercise and diversion 
but nevertheless wish to have their fun as inexpensively 
as possible. 

You may say: “I do not play tennis nor golf so why 
should this be of interest to me?” That’s the point— 
this story is intended to give you the view point of your 
prospective customer. He is vitally interested in these 
things and he is in the repair market right now. He 
needs. new soles for his shoes and in many cases new 
heels and waterproofing and new laces that are strong 
and practical. Perhaps the leather handle on his golf 
bag is broken or a strap missing—and now is your 
chance. 

“How best can I reach these poor unfortunates?” 
you say! Simplest thing in the world—a snappy win- 
dow display with a little real human appeal. Re- 
member he needs these things done—let him know you 
can do them for him and he will not only be a customer 





to Seasonable Business 


but a booster and he will send mother in with the 
children’s shoes too. You make a permanent customer 
of the man who only came in to get a shine. 

Every man who walks—and there are lots of them— 
needs shoe repairs from time to time and the modern 


store which makes no effort to obtain this business is 


no longer deserving of the name modern. 

Here is the small repair man’s chance, too. Why 
should he fill his valuable display window with small 
nails and quarter inch sole leather (which he never did 
put on shoes anyway) and flies when he can appeal 
to every man and woman who loves the great out- 
doors and by doing so increase his business and buy 
War Saving Stamps and help Win the War. 


SKETCH NO. 1 

The story is neatly told, of course, on the card in 

the centre, which bears this copy: 
FORE! 
We can do much 
to make your 
Golf Season 
more pleasant. 
May we? 

It has an appeal to the golfer and he is a logical 
customer of your repair department. The display in- 
cludes fibre soles, leather soles, rubber heels, water- 
proofing, arch-supports and an old stocking with the 
heel unraveled: in front of which is placed a card, 
reading: 

Relining will prevent this 
and costs only fifty cents 
TRY IT! 






























































Sketch No. 2. 


SKETCH NO. 2 
Has an appeal to the Tennis player and includes the 
display of tennis shoes, fibre soles, rubber heels, white 
polish, waterproofing and arch-supports and a pair of 
(Continued on page 8) 
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The Artificial Florist 


The Part He Plays in Your Window Display 


By GEORGE H. ELLIS, of the New York Flower Decorating Display Service, Boston 


AIL Gentle Spring! 
With loving hearts 
we greet you. The same 
sentiment that appeals to 
the public at this, the 
Easter season, is now 
being transfused to good 
advantage into the dis- 
play windows and every- 
thing pertaining to deco- 
_ rations. 

Displays are already 
taking on a new aspect 
of cleanliness. Blossoms, 
flowers, foliage, sprays, 
branches, trees, that are duplicated in the artificial 
plant world, are now coming into their own. 

They reign supreme after the short hibernating 
season that is generally bound to occur between the 
Christmas Holidays and the Spring season. 

Now is the time when windows take on a brighter 
hue—a more cheerful aspect, 

I have often been asked why one should use artificial 
flowers in a window? What have they to do with 
the selling of merchan- 
dise? What direct means 
are they in getting busi- 
ness for the store owner? 
How do they improve 
the sales of different de- 
partments? 

Let me tell the reader 
that the underlying rea- 
son lies in the fact that 
in the flowers them- 
selves, whether they be 
natural or artificial, 
there is created an in- 
stinctive admiration, an 
eye for curiosity, an un- 
controllable, you might 
say, longing glance that 
natures handiwork 
seems to command. 

Endless pages could 
be written on the variety 
and growth of plants, 
flowers, garden settings, 
etc., but the whole gist of 
the matter is that “flow- 
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ers are beautiful.” Flowers are always appreciated; 
in business, flowers are doubly appreciated because 
they bring returns. 

Show windows have been. properly termed the 
silent salesman. Artificial flowers are the most im- 
portant factor in making your windows successful in 
selling your goods. They make the chain complete 
by forming the link which connects the customer pass- 
ing by and your sales book. 

Artificial flowers are a selling force of the first water 
in any kind of a window. 

A window display, devoid entirely of interest and 
artistic beauty, gradually bores the habitual passerby, 
while a beautiful window enchants and relieves the 
monotony of gazing at an uninteresting display. 

A window, no matter how well arranged, needs a 
touch of color or individuality to distinguish it from 
its competitive showing. Distinctive windows are one 
form of a paying ad and Father Publicity would surely 
miss his favorite child. 

Artificial plants and flowers are used extensively 
throughout the world. The industry employs thou- 
sands of workmen. 

Artificial flowers are indestructible and can be saved 
from season to season, 
by being put carefully 
away to be used from 
time to time as they are 
needed. 

Artificial flowers at- 
tract prospective cus- 
tomers—who stop, look, 
and linger. Once they 
have found time to stop 
they will pause. still 
more. Gradually, but 
surely, the eye is focused 
upon the merchandise, 
and is bound to appeal 
to a goodly percentage 
of future customers. 

Artificial flowers leave 
a lasting impression in 
the minds of the public. 
You have often heard 
people exclaim — Have 
you seen this or that in 
so and so’s window!— 
that beautiful rose bush, 
and how natural it 
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window. 





Two examples of the 
decorative unit. These 
floral decoratives lend a 
touch of beauty to the 








looks! Is it real or artificial? My, how natural,” etc 
and in that under current method of advertising a 
psychological effect is gradually produced. 

So let the splendor of the joyous Easter-tide be con- 
veyed from the artificial flower shops to your windows 
to help bring business to you, Mr. Merchant. 


Keep Your Findings In Sight 


Are you one of the merchants who picks up his find- 
ings sales sheet and exclaims: “I made quite a bit of 
money today.” 

Or are you still unaware of the wonderful results 
obtainable on the sale of findings in the shoe store. 





Have you ever thought of the amount of laces, 
polishes, buckles, hosiery, shoe horns, button hooks, 
arch supports and the hundred other foot articles that 
people are calling for every day. 

How much of this call are you getting and accom- 
modating? 





Get away from the idea that findings are a side line. 
They are not. Selling findings is a business in itself. 
The results obtained are in proportion to the energy 
you display in featuring them. 

Display your findings where they are easily seen. 
Give them plenty of space in the store. By all means, 
don’t be afraid to give them some room in your win- 
dows. 

The average findings article is attractively priced. 
Customers need them. The only question is whether 
you are the man who is going to sell them. 

Don’t hide your findings. You are hiding profits 
when you do so. 





Spring Is Here 
(Concluded from page 6) 
re-soled tennis shoes. Tennis rackets are added to 
make the display convincing. 
The large sign reads: 


THIRTY LOVE! 


Your whole game 

depends upon 

Resiliency and Alertness 
We can help you win many 
“sets” this season, 

May we? 

You can arrange displays of this nature to appeal 
to all lovers of the great out-doors—Let’s get out of the 
rut now and make an appeal to real people—it means 
business for YOU. 


If your competitor has a good business— 
Tis better to leave him alone, 

Dont’ waste your time in knocking, 
When you ought to be tending your own. 





—_— = — 
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Repair Departments as a Profitable Asset 


Speech of George W. Stevenson, President Rupp & Wittgenfeld Co., Cin- 
cinnati, O., at the Ohio Retail Shoe Dealers’ Convention, March 12, 1918 


be subject, REPAIR DEPARTMENTS AS A 
PROFITABLE ASSET, is certainly an interest- 
ing one to me, for it furnishes me with a good part of 
my meal ticket. 

In round figures there are, in the United: States, 
between fifty-five and sixty thousand shoe repair shops, 
which includes repair shops connected with shoe 
stores. As near as we can get it from statistics fur- 
nished, there was about one hundred million dollars’ 
worth of shoe repairing done in the year 1917. 

I say to you, shoe store proprietors, that shoe re- 
pairing is as much a part of your business as per- 
fumery is of the drug business. It is up to you to put 
in repair departments and keep the repairing of shoes 
out of the hands of the foreign element as much as 
possible. 

You can make, on an average, as much profit on a 
job of shoe repairing as you can make on a new pair 
of shoes, and as it is giving service to your customer, 
I believe that you should be just as willing to give shoe 
repairing service as you would to sell the customer a 
new pair of shoes. 

Twenty-five years ago the laundry business was in 
the hands of. the Chinaman and, as long as it remained 
in the hands of the Chinaman, it did not amount to 
anything, because of the poor service they were giving 
to the public. Improvement began when the laundry 
business drifted into the hands of a higher class of 
men and we all know that today the laundry service 
which the public gets is a wide one and a very good 
one. Hence, the laundry business is now considered 
a very large and remunerative service, both to the 
public and to the proprietor of the laundry. 

This clearly shows what can be accomplished in the 
shoe repairing industry. First, by properly equipping 
your shops to take care of the work and then turning 
it out in a scientific and satisfactory manner. Modern 
up-to-date shoe machinery has now replaced the old 
style methods in 60 per cent of the repair shops in 
the country. 

The National Leather and Shoe Finders’ Associa- 
tion is distributing, through its Trade Promotion 
Bureau, to the shoe repairing shops, a booklet called 
MORE MONEY, which clearly puts before the shoe 
repairer the importance of clean shops and quality 
repairing. A copy of this book will gladly be mailed to 
any cobblers in your different cities whom you may 
wish to elevate. 

Prospects for the repair man have never been better 
than they are right now. The high cost of shoes has 





made the public think of the economy of shoe repair- 
ing. Having shoes repaired right has brought home 
to the public the fact that there is comfort in having 
their old shoes repaired. 

The facts and figures here given will hold good in 
80 per cent. of the correctly managed shoe repair shops 
and will show you what an attractive adjunct a well 
managed repair shop is to your business, not men- 
tioning the convenience to yourself and customers to 
have your repair work done under your own eyes, in 
the proper way. This, of course, insures your shop 
success, as a satisfied customer will always return. 

To operate a repair shop on a paying basis, hiring 
one shoemaker, it is not advisable to start unless you 
can furnish your shop with steady work—not less than 
$100.00 per week. In smaller cities, three or four shoe 
stores can combine in the shoe repairing game and 
make it very profitable for all concerned by simply 
starting a shop and dividing the expenses and sharing 
the profits on a basis of amount of work done for each 
shop. , 

In the first place, your repair shop should have full 
credit for all the work it does. A correct record should 
be kept of each job done. Patches, rips, heel plates, 
inserting insoles and numerous little items of this kind ~ 
are very frequently done gratis by the store and no 
credit given the shop for the time taken to do the job 
and for the material used. 

A very successful way to run your shop, especially 
when you do work for stores other than your own, is 
to make out a work tag for every job, charging your 
own store, or the outside store, the full retail price for 
each job. The coupon part of the work tag goes to 
your office for proper charging and the stub of tag 
remains in the shop, giving you an exact record of 
what your shop is doing and which can be checked 
up weekly or monthly. These tags are numbered in 
order, so as to avoid any chances of losing them. 

After the work is done, it is, of course, optional with 
you as to what percentage of discount you are going 
to allow your store or your outside store customer. 

When leather was on a low price basis, a 15 pér 
cent. discount was generally allowed, but this has been 
cut to 10 per cent. now in a good many places. - 

A working list of prices for all kinds of repairing is 
generally made out in every progressive community 
and the shoe merchants who run shops, as well as the 
repair shops themselves, adhere to this list, making the 
repair game a pleasure as well as a profitable invest- 
ment, avoiding all confusion as to prices, etc. 
(Continued on page 13) 
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“EAGLE jem BRAND” 


Shoe polishes are used in the better shoe shining parlors, because discriminating 
men approve of the excellent results obtained from using EAGLE BRAND polishes. 





This same high standard of excellence is maintained in the preparation of polishes 


and cleaners for use in the home. 


““Nova’”’ 


For cleaning white canvas is unequalled. Does not 
simply cover the dirt—IT REMOVES THE DIRT— 
leaving the fabric with its original surface and whiteness. 
Made in sixteen colors and shades. Cleans and restores 


shades. 


Will color white canvas a v shade desired. 


White shoes will be in big demand this summer. We 
make the following brands for cleaning white shoes: 
“PIPPIN,” a liquid white dressing for kid; “NUWAY,” “NOVA?? Per dozen $2.00 
° Per gross $22.00 
for ooze or smooth finishes; “NIFTY,” for cleaning 
white kid shoes; “DAINTY WHITE,” a liquid cleaner for white canvas shoes. Place 


your order now. 


The American Shoe Polish 
Company 
Chicago a <%+.5rs. U.S.A. 
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A Long Journey Among Repair Men 


Secretary Knapp of N. L. & S. F. Association Makes Promotion Trip 


EORGE A. KNAPP, Director of the Trade Pro- 
motion Campaign which has been started by the 
National Leather and Shoe Finders’ Association, has 
just completed a trip on which he visited the following 
cities: Atlanta, Georgia; Washington, D. C.; Pitts- 
burgh, Pa.; Rochester, N. Y.; Boston, Mass.; Cleve- 
land, Ohio, and Detroit, Mich. All jobbers in, and 
adjacent to, these cities had been invited to meet in 
conferences and, considering the weather and traveling 
conditions, all of these conferences were well attended. 
Educational work in connection with the Shoe Re- 
pairing unit of the trade was explained by Mr. Knapp 
and the jobbers were unanimous in offering their en- 
thusiastic support. All of the jobbers and their sales- 
men are now engaged in obtaining applications from 
the shoe repairers and shoe dealers for the booklet, 
“MORE MONEY,” which is ready for distribution to 
the trade. This booklet marks the beginning of the 
campaign and will be followed at intervals by concrete 
suggestions to the shoe repairers as to how they may 
improve their unit and give better service to the public 
who are now convinced that there is real service to be 
had in having their shoes remade. 

At these conferences jobbers are also taking up the 
problems of closer co-operation in their unit of the 
trade and through close and friendly communication 
give better service to the shoe repairers and to the shoe 
retailers. The jobbers realize that by giving the very 
best service to the shoe repairers and shoe retailers 
they will enable them to better serve the public and 
help to bring shoe repairing up to a high standard of 
efficiency that will put this service on the same plane 
with other branches of service which the general public 
needs and demands. This trade promotion propaganda 
is also working towards a more cordial co-operation 
between the jobber and the manufacturer and tanner. 
In fact, all the units in the trade realize that there 
must be a close co-ordination of effort if the trade in 


general is to be improved. 
Applications for the booklet, “MORE MONEY,” 


are coming in daily and already over 7,000 copies’ 


have been sent free of charge to the shoe repairers and 
shoe retailers throughout the country. The names of 
these shoe repairers and shoe retailers have been put 
on the interested list and from now on they will receive 
direct from the office of the Director, communications 
that will keep them fully informed of every move that 
is made in connection with the Trade Promotion work. 

Mr. Knapp is anxious to get in touch with the officers 
of Shoe Repairers’ Associations wherever they exist and 
if it is possible he will be glad to meet with these 
associations and explain the work which it is hoped 
will serve to bring shoe repairing service up to the 
hghest point of efficiency. 


A New Findings Novelty 


A new findings novelty has made its appearance 
amongst the trade which has taken hold in. great 
shape. This is a tongue pad for ladies’ high shoes and 
men’s oxfords. 

This article is very simple and needs only to be 
tacked in under the leather tongue with a stitch or 
two. The illustration shown here will give some idea 
of how this pad looks. 

A great many sales can be saved by this device, 
as connecting this under the leather tongue fills out 





the instep and ankle, giving that smooth looking effect 
to the shoe which appeals to a customer who has a 
thin ankle and has had difficulty heretofore in getting 
fitted to shoes that will not wrinkle. Information as 
to whom this device can be secured from will be given 


to interested merchants writing to the Information 


Department of the Findings, Equipment and Repair 
Division of the Boot & Shoe Recorder. 





—— 
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R. Blackinton & Co. 
North Attleboro, Mass. 


ESTABLISHED 1863 


Manufacturers of METAL PARTS re- 
quired by leather manufacturers working 
on government contracts. 


BUCKLES 
A Specialty 


Let us know your requirements and we will have a 
representative call immediately with information. 














QUALITY VARIETY 











2 sizes 


























Whittemore’s Boost You 
Whittemore’s Push Themselves 
Whittemore’s Hold Trade 


- Pastes and combination packages for: 
Brown, Oxblood, Russet and Black. 


The Season’s Sellers 
The Satisfaction Givers 
The Profit Makers 


Ask your jobber salesman or write us 
direct for complete catalog. _ 2 sizes 


WHITTEMORE BROS. CORP., CAMBRIDGE, MASS. 
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Repair Departments as a Profitable 
Asset 
(Concluded from page 9) 
The prices now ruling for first-class repairing are 
as follows: 


Men’s Full Leather Soles and Leather Heels, Sewed 
Men’s Full Fibre Soles and Rubber Heels, Sewed 
Men’s Half Leather Soles and Rubber Heels, Sewed 
Men’s Half Leather Soles and Leather Heels, Sewed 
Mén’s Half Leather Soles and No Heels, Sewed 
Men’s Half Leather Soles and No Heels, Nailed 
Women’s Full Leather Soles and Leather Heels, Sewed 
Women’s Full Fibre Soles and Heels, Sewed 

Women’s Half Leather Soles and Leather ‘Heels, Sewed 
Women’s Half Fibre Soles and Heels, Sewed 
Women’s Half Leather Soles and No Heels, Sewed 
Women’s Half Leather Soles and No Heels, Sewed 


This, of course, is only a partial list of repair items. 
Any merchants who are interested, can secure a com- 
plete list of shoe repairing prices by applying to any 
member of the Executive Committee of The Ohio Retail 
Shoe Dealers’ Association, who will gladly furnish it. 

Now for the shop. To properly equip an up-to-date 
repair shop, large enough to work one or two shoe 
makers, the following supplies are necessary: 


EQUIPMENT. 


1 Goodyear Stitcher and Finishing Machine complete 

1 Standing Jack, complete, and 40 Lasts 

1 Singer Patching Machine and Leather Sewer 

1 Two Horse Power Motor 

1 Lot Sundry Shop Tools not furnished by shoemakers.... 


SUPPLIES FOR ONE WEEK. 


Leather for Soles, Taps and Heels 
Findings, Heel Plates, Rubber Heels and Sundries 


Total, $650.00 


By this, you will see, that for an investment of 
$650.00 you are ready to start your shop, which, if 
properly managed, will give you a handsome return 
on your money invested. For example, we will take 
one week’s figures: 


Starting with one man. Wages for one week will be 
Hire a good mechanic. It don’t pay to hire a cheap man. 


Royalty on Goodyear Machine, one week, will be 

Your Rent, Heat and Power, one week, will be 

The net cost of your leather, fibre soles, etc., will be 45% of 
your weekly average output. Figuring $120.00 average. . 

The net cost of findings, thread, nails, etc., will be 4% of your 
weekly average output. Figuring $120.00 average 

Incidentals, advertising, postage, etc 

Your weekly gross outlay is 

Your man should produce for you, according to 
kind of work he does, $115.00 to $135.00 per week, at 
the lowest estimate, figuring at our price list, taking 
$120.00 as an average—as figured above, you have a 
net profit of $25.00 on your week’s work. Figuring 
50 weeks, you have $1250.00 net for the year, on a shop 
in which you invested $575.00, or a profit of over 200 
per cent. not counting the assistance it has been to 
your store. 

The National Leather and Shoe Findings Associa- 
tion, realizing this, has had contributed by its members 
$25,000.00, to be used for an educational campaign, to 
bring the shoe repairing shops up to a higher plane of 
efficiency. Teach them how to properly run their 
shops, and, in fact, elevate the repairing industry to 
such an extent that they will fully co-operate with the 
public who will be taught later—by magazines and 
newspaper advertising—just what to expect when they 
send their shoes to be repaired. 


Did It Ever Happen to You? 





WAEN THE TALKATIVE |AND EVERYBODY 
JANE CAME IN DUCKED 


AND SHE HANDED You HER | AND SOME MORE 


USUAL LONG THIN LINE OF 
CONVERSATION ABOUT AER | * vER 
FOOT TROUBLES 





~ PECULIAR Foo, _ 


|e Misag oF my sistee®, 
Has 'HEme But MAUP 

4 FOOT Like UNCLE 
JUSTUS— WE TAKE AFTER 
MA’S GRANDMOTHER — 
VERY HIGH INSTEP — 
GRANDMA HAD A VERY 
NARROW FOOT, SHE ALWAys 
1i|TEPT HER CARRIAGE -NEVER 
WALKED ANYWHERE” exc. 





li) {| 





STREET ANO ENLARGED ON| PROOUCED A FURTHER 
TAE SAME TOPIC LINE OF THE SAME DOPE 











UNTIL You 


AAO HELD YOU UP ON TAE| AND AT SOCIAL FUNCTIONS 
OREAMED 





ANO WAEN SHE CAME IN 
AGAIN YOU FITTED AER 
PERFECTLY THE FIRST TIME 
AND iT MADE YOU GOTH 
SPEECHLESS 


GILL Dio it ever 
TRA HAPPEN TO 
YOu? 
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you short in your 


cash last night? 


How much are you usually short ? 


Do you always know who is :esponsible 
for the shortages ? 


Did you ever try to figure out how much 
you lose this way ? 


Every time you are short in your cash it 
is proof that some one is careless. 


A careless clerk is apt to forget to 


charge goods sold on credit. And the loss 


is yours. 


Or he makes mistakes that lead to disputes 
with customers. Sometimes you lose good 
customers that way. 


An up-to-date National Cash Register pre- 
vents mistakes in change. 


It protects your profits. 


It makes each clerk responsible for every 
sale he makes. 


Enforcing accuracy is only one of the many 


advantages a National Cash Register will 


give you. 





A National Cash Register and the N. C. R. Credit File will give 


you complete control of your business. 


_-_ 








An N.C. R. Receipt makes every 
customer the merchant’s inspector. 





=<—_> Sign and mail this coupon today. 
To Dept. 19202 
National Cash Register Company, Dayton, Ohio 
Please send me full particulars about the N. C. R. 


System for a shoe store. 


Name 


Address 
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Spring Window Displays 
Make Your Windows a-Credit to Your Store 


By FRANK P. TAYLOR, of the Rice & Hutchins Boston Stores 


OW is the time to pre- 
pare for the big drive 
for Spring and Summer 
business. A great deal of 
thought and much _ plan- 
ning must be gone through 
if you desire a real increase 
in sales this season, over 
those of previous years. 

Start in by having your 
initial Spring window 
trimmed out of the ordi- 
nary. Get away from the 
every-day window. The 
suggestions given here, if 
properly followed out, will help you in trimming win- 
dows that will be a credit to your store and make your 
cash register work overtime. 

Start in by picking out the cream of your up-to-date 
styles. Select them with care and “form” them in the 
window so that they will show up to the best advantage. 
There are many good forms for the vamp that can 
easily be secured. For the top of the shoe, the Mayhew 
top form is one of the best the market produces. 
See that the shoes are well rubbed, not with polish, 
however, as this may change the appearance of the 
shoe, resulting in a difference between the shoe shown 
in the window and those carried in stock. 


FRANK P. TAYLOR 


Plan in 
Advance 


Plan your windows in advance. Have them planned 
out in the minutest detail on paper. Many display 
men find it hard to plan a window in advance, not 
knowing exactly how many fixtures it will take for a 
certain number of unit displays. This is especially 
true when théy are planning a large window. 

Diagram 1, shown in this article, gives you an idea 
how a window may be planned in advance, by first 


drawing a rough diagram. First pick out as near as 
possible the room necessary for each individual display. 
For instance, you have a line of pumps, oxfords, or a 


STREET 

















line of Spring boots. Now draw these lines up to the 
fore part of your window diagram. 


Backgrounds Are 
Important 

Also draw in the background any other important 
styles you desire to feature. Draw out this background 
in picture form. It will greatly help in giving you an 








YPN 


¥ eee i 


wn SLN n 











idea of what the window will look like when it is fin- 
ished. It is a great deal easier to make your changes 
on paper than to go ahead without plans and waste 
time and money in changing a background a number 


_ of times before you are satisfied. 


(Continued on page 24) 











Outdoor Sports 
ESSEX 


“Shed-Wet” 
SOLES 
Excel 


“SHED-WET” 
Repels Water 


“SHED-WET” 
Means Dry Feet 


“SHED-WET” 


Never Curls 


“SHED-WET” is 
Comfortable 
Serviceable 
Stylish 


There 
is no 
finer 
fibre 
sole 
made 
than 


‘Shed-Wet’ 


They 
Satisfy 


ESSEX RUBBER CO. 
Trenton, N. J. 
U. S.A. 
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Shoe Laces Guaranteed 


JOBBERS and RETAILERS 
INQUIRIES SOLICITED 








TRACES MARK 


the lightest and only flexible 
Arch support 


FLEXIBLE ARCH SUPPORT CO. 
GO E. 127 STREET-NEW YORK CITY 






















H. W. RAMSAY & CO. 


143 FEDERAL ST., BOSTON 








SSCS eR c+ Ch 





A So ECCI OT 





















Mere —<e 






Conditions in Lace Business Were Never Better 


Lace shoes are IT at the present time, and from all 
indications for some time to come. Consequently, con- 
ditions in the lace business are better than ever before. 
The increase in the sales of laces in all grades for the past 
few months have been simply wonderful. 

The tremendous call for lace oxfords this spring has 
been a big factor in creating this demand. 

The call for tubular silk is far exceeding that for 
flat laces. There has been an extra big sale on narrow 
tubular silk laces in black, cordovan, mahogany and 
white. 

The past week or two has witnessed an unlooked-for 
call for grey oxfords. This, of course, has developed a need for grey laces. 
They are being sold to a certain extent, and it looks as though the sale of them 
is going to grow larger. 

The sale of high-grade silk laces has gradually increased in the past 
few years. People have come to realize that a silk lace lends the final touch 
to the well-shod foot. This call for laces is not a temporary one—it will 
keep up. The wise shoe merchant is the one who stocks up now—TODAY ! 
—H: W. RAMSAY. 
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ODITE” 


MARK 
REG U. S. PAT. OFF. 


Shoe Lacing Hooks 


M. M. RHODES SON CO. 
TAUNTON, MASS. 














The Chicago 
Wire Chair Co. 


621 N. LA SALLE STREET, 
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ioe see spring and wear, 
sPiWash "with. soa} ad and water—makes them soft, 


mellow and n . 
Looks like. “Teather. r. Made of Peters Egyptian 
——— in white and colo 
t on our De Luxe pattern, featuring our in- 
visible Quckle. Eight inches high, with genuine 


1 buttons. 
°° Pac ed in “distinctive individual cartons. Di- 


‘ac! 
rections | cleaning on inside cover 
t $8.00 a pair—a long profit-maker for 
the mereha 


t. 
Boost your Easter sales—spats the vogue this 


seaso! 
Wire or mail us your order at once. 





Sole Manufacturers and Distributors 
129-133 Grand Avenue 





Show Spats With Low Shoes 


Have a Stock for Spring Selling 


AMERICAN GAITER COMPANY, Inc. 


Brooklyn, N. Y. 





All our spats are exclusively high grade, custom- 
made and perfect fitters. 














FINEST 
SHOE FABRIC 
IN THE WORLD 

















-BE PREPARED 


Colonial Attachments 
For Pumps Are in Demand 








Let Us Send You a 
Sample Assortment 










Buckles, $1.00 Doz. Up 
Colonial Attachments, $2.00 Doz. Up 






Write at once, stating if large or small 
buckles are wanted, also finish and 
leather. 






Manhattan Shoe Trimming Co. 
HENDRIX & DUMONT AVE., 
BROOKLYN, N. Y. 








| Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 





Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 











Catalogue on request. 
Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 


Vesseeseseseeseseceseceeestesecee 

















= Maintenance Service? 
= Not unless you need it; but when you 


25 cents a week—$1.00 per month. 


Four Cents a Day 
Keeps Button Trouble Away 


Is it worth 25 cents a week to have ready 
for instant use an Elliott Machine with 


lose just one sale because the customer 
“couldn’t wait” while you struggled with 
a hand tool or a niachine that was good 
once, then a quarter looks awfully small 
and Elliott service mighty necessary. 

Our minimum charge for Elliott service is 


Ask Your Jobber 
or Write 


ELLIOTT MACHINE COMPANY 
Grand Rapids, Mich. 














Nafashona, 


quality shoe laces for 
every a ae 
In ie bok for Soh f 
ce pee or the 
bing trade. 


Fn nates 
Cc 

oe. Part of the braid iteclf. 

Riles, water-proof, won't 

.. so and particulars 

pangs. 


Narrow Fabrie-Go.. - 
Reading, Pa. 
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Chicago Windows That Attract 


How Some of the Merchants in That City Are Getting the Consumers’ 
Attention 


display window is properly decorated when it will 

attract the attention of the people who pass by 
the windows, and cause a portion of them to enter the 
store. 'To do this, the window must be so decorated 
as to cause more than a passing glance. There must 
be something distinctive about it that will hold as well 
as attract attention. 

There are a number of different ways in which to 

accomplish this—a brightly lighted window, an unusual 
display, or a window so arranged that the merchandise 
itself will attract attention. 
Once the attention has been 
attracted it is mecessary 
the merchandise be shown 
to such good advantage 
that it will create in the 
mind of the passer-by, or 
prospective buyer, a desire 
to possess the goods dis- 
played. 

This can only be ac- 
complished by having mod- 
ern display fixtures, for no 
matter how good the qual- 
ity or style or pattern, mer- 
chandise—and this means 
shoes—cannot be displayed 
to the, best Advantage on 
antiquated fixtures. The 
second Verycim portant part 
that display windows do for 
the shoermerchant .js, that: 
they, display ) the: « vanious 
styles, colors and prices of 
the shoes carried, so that 
when the prospective buyer 
enters the store he has a 
pretty fair idea of what he 
wishes to buy. To facilitate this, many shoe merchants 
put the number of the shoe displayed on the price 
tag, which enables the buyer to name the shoe with- 
out having to describe it. 

The window shown of the I. Miller Shoe store, 
Chicago, (see illustration No. 2,) is on the corner of 
State and Monroe Streets, facing Monroe Street, in 
the very ‘heart of the shopping district.. The window 
can be seen by people approaching it for a distance of 
half a block. There are twenty-six colored skins, 
radiating away from a pretty little landscape, with a 
rainbow in the background. No two skins are of the 
same color, and they are arranged to make the whole 


scene harmonious. The window was designed by C. 
J. Stevens, manager of the I. Miller Chicago store, and 
he has brought a bit of patriotism into the scene by 
placing a pair of red, a pair of white, and a pair of 
blue shoes against the same color skins at the bottom 
of the window. 

The window in the new O’Connor & Goldberg store, 
at Twelfth and Crawford, shown in illustration No. 1, 
is equipped with the very latest fixtures, which will 
display a large number of shoes to their best advantage. 

This window is exposed on 
three sides and the shoes 
displayed may be seen-from 
both front and back. It is 
a good example of what 
may be done in a small 
sized window. 

Men are very apt to trade 
for years at a single shoe 
store, and they are not so 
much inclined to go from 
one store to another in 
looking for shoes. The 
window of the Metz Shoe 
Co., (Illustration No. 3;,) 
shows a shoe trimming ef- 
fect which is very attrac- 
tive on plate glass and sil- 
ver gray plateau and up- 
right, removable glass of 
the plateau enabling the 
merchant to have different 
color schemes throughout 
the year. The color 
scheme of this window is 
in harmony -with the color 
scheme of the interior of 
the store, and makes a very 

attractive display. The idea in a window like this is 
not so much to attract the attention of the general 
public, but to enable the prospective buyer to select 
the style of shoes which he wishes to buy. 

The loop district of Chicago is well-known for its 
attractive window displays, but a large number of the 
outlying stores arrange their windows so as to show 
their shoes to as good advantage as the larger stores. 
The store of Wollock and Bauer, 3343 West Twelfth 
Street, shown in illustration No. 4, has a new front, re- 
modeled and interior of Adam period design. ‘The win- 
dow display of shoes is causing a great deal of comment 
among their patrons, and they are enjoying a good 








—————— 
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THESE ARE .- 


THE NEW 
FIXTURES 


Leading Shoe Mer- 
chants are now using 
for their window dis- 
play, O'Connor & 
Goldberg, I. Miller, 
Cutler Shoe Co., Wol- 
ock & Bauer, Metz 
Shoe Co., Feltman & 
Curme, etc. All these 
successful shoe mer- 
chants have adopted 
this new plan of shoe 
trimming since the first 
of the year. 


No. 305 


Newest style stand with ad- 
justable all-plate glass 
shelves and upright mounted 
on Old Ivory base decorated 
in relief ornaments in Adam 
Period. Standard of 1-inch 
plate glass, 3 inches wide. 
Stand 55 inches high; table 
6% inches high. 








Be the First in 


Your Town to 
Have These 
New Fixtures 


Fixtures get out of 

date the same as mer- 

chandise, even your 

newest merchandise 

will look old if shown . 
on old fixtures. Our 

fixtures sell goods; 

this is actually being 

demonstrated by the 

stores mentioned. 


No. 405 

Plate glass shelves mounted 
on adjustable metal rein- 
forced wood standard and 
table with removable plate 
glass top. Mahogany or wal- - 
nut. 

2-Shelf Stand, 33-in. high $14 
3-Shelf Stand, 52-in.high 16 
4-Shelf Stand, 7l-in.high 18 


No. 204 


Oval Upright Shoe Display, 
ornamented in old ivory and 








No. 305 


Price, $25.00 gold, finishes, two eo 
Same Stand with 2 shelves, with plateaux 5 in. high, 
$22.50 $16.00; 10 in. hich. ‘18. "00; 

4 shelves, $29.50 No. 204 15 in. high, $20.0 





POLAY-JENNINGS FIXTURE CO. 


Office and Factory, 1009 Blue Island Avenue, CHICAGO 
Phone Haymarket 1335 












—IMPROVE YOUR 
SHOES ON DISPLAY 








MAKE YOUR SPRING 
BOOTS LOOK ATTRACTIVE 








That are a Little Better 


The Invisible Top-Tree 


WILL DO IT FOR YOU 
AND SAVE TIME 


and a Little Different— 


Women’s Extra Quality Box Cloth, 9 Flat Tailor 
Buttons, white, fawn, pearl and dark gray, 
black, $19.50 doz. 


Women’s Extra Quality Heavy Felt Eight-Button, 
white, fawn, pearl and dark gray, Havana 
brown and khaki, $12.00 doz. 


Men’s Extra Quality Box Cloth, 5 button, $15 .00 
Mens’ Extra Quality Felt, 5 button... .$9.50 














FREE SAMPLES ON REQUEST 
ORDER BY NUMBERS 


No. 8 For Open Form or No Form. 
No. 6 For Closed Form. 
No. 4 For Men’s Shoes Only. 


MANUFACTURERS 


Fawn, Dark Gray and Brown. 





These are 


THEY ARE IN STOCK. 











James N. Mayhew a 





43 N. 3rd Sti. - + - 














Minneapolis, Minnesota, U. S. A. 






really Special Goods, with Fitting, 
Quality, Style ind Grade beyond the average. 








Each Pair Packed in Individual Box. 


LAING, HARRAR & CHAMBERLIN 
PHILADELPHIA 
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business through the new methods of displaying their 
shoes—all glass upright fixtures, background of old 
ivory, finished in Adam period design, with blue medal- 
lion effect in each panel. While the initial expense of 
installing fixtures such as these is rather high, they 
prove a very profitable expenditure, and are well within 
the reach of the average shoe merchant. This store 
front is fifteen feet wide and twelve feet deep, and is 
another very good example of effective window ad- 
vertising. 





Lecture by Well-Known Findings 
Merchant 


Mr- Stephen R. Nichols, vice-president of the F. 
W. Whitcher Company of Boston, recently gave a 
lecture before the Boston Continuation School. His 
subject was the Development of Shoe Tools and Shoe 
Goods. During his lecture Mr. Nichols, who is an 
authority on this subject, traced the uses of these 
articles from the time of the Roman Empire up to 
the present day. 


No. 4 


The 1918 Basiness.Gntlook ts Gaod 


The general opinion in the trade at the present 
time is that 1918 business will be better than ever. 
Shoes are high and so are wages. The working man 
is making more money than ever before. In fact the 
average person is able to spend more for footwear 
and accessories and since he and his family have the 
money, it is up to you to get their business. The fact 
that colors this year are restricted, does not limit the 
amount of style, On the colors that are procurable, 
many variations are being shown. Don’t plan for 
anything but big business. Do not be afraid that 
people cannot afford to buy. 

Although the nation is learning to be thrifty, people 
have also come to realize that thrift consists in using 
only the best. 





It’s the people who could tell what they know in a 
half hour who are forever talking. 
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the best shoe lace made. 
“HUBTI 


IN A 





| N EVER PULL OFF 


Colors, Black or Russet. 


Are Your Customers Wearing Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 


String Through Small Eyelets? _ 
You can easily gain their good will and future orders by selling them 


99. “NO METAL TIP’’ 
“WOVEN TIP’’ 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 
HANDSOME COLORED CABINET WITH COUNTER DISPLAY: 


Se 





“HUBTIPS’’ Always Look New, Are Fast Color 
GUARANTEED TO 
NEVER FRAY OUT 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. 
Send us your order now for trial cabinet. 


Frank W. Whitcher Co. ™=xs Boston, Mass., and Chicago. IIl. 





SHOE LACES 


EASEL. 


+) Ww 
a HMUBTTIP 
i PAT. OCT. 18 [eO4 


Never Shi 





NEVER WEAR TINNY 


Put up also in cabinets of assorted lengths. 











“Norwich 


Fixtures” 


If you were compelled 
to give up all kinds of 
advertising but one, you 
would naturally retain 
your show windows, as 
they are the best medium 
for putting your wares be- 
fore the public. Then 
why not make your show 
windows more effective 
by using NORWICH 
FIXTURES? . 


Norwich Nickel 
& Brass Co. 


Norwich, Conn. 


SALESROOMS 


















MIRRORS 
That Are Practical 


as well as Attractive 


Streit furniture satisfies 
the most critical. Send 
for illustrated catalog 


C. F. Streit Mfg. Co. 
1047 Kenner Street 
Cincinnati Ohio 











oan we Ser S200 Cy 


“The One Great In- 
dependent Button 








15fes 

Sent With 
‘TOLEDO 
MACHINES 





INSIST ON 
AToledo Machine 


The Toledo Button Machine Co. 3442 Summit St. Toledo. @ 


22 
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Spring Is Here 


J. F. Hughes, president of the Hughes Mercantile 
Co., Pratt, Kansas, should be credited with the follow- 
ing Spring poem: 

PROFITS are elusive things that never show up right, 
No matter when you figure ’em, at morning, noon or night. 


Expense—an evil spirit—awaits to grab the spoil 
Of honest men and women, no matter how hard they toil. 


It’s the first thing that you give away, in sales or special price, 
‘It’s something that you gamble with in selling merchandise. 

It’s the first thing that you look for, and the last thing you receive; 
It’s never what you think it is—it always does deceive. 


When inventory time draws near and things are going well, 

The sales keep climbing up and up—yout bank account looks swell; 

Then you ofttimes just sit back and think, and wonder what 
you'll do 

With all the yearly profits that are bound to come to you. 


If things keep up tomorrow like they have today— 

Then comes the cheerless, saddening news, “You’re overdrawn,’ 
they say. 

Then we search for Mr. “Profit” in the cash drawer, on the shelf, 

If it isn’t there, we soliloquize, “I must not blame myself,” 


? 


For we are sure we put it there, when the new goods first came in, 

And now that we can’t find it, it makes us quite chagrined. 

But alas! The evil spirits “Expenses” have been here 

And while we were not watching, took our “profits” for the year. 
MORAL: Watch your expense account and the profits will take 


care of themselves. 


~% 








Wizard Has Discovered the 
Recipe 

The best recipe for advertising success is: ‘To 
a good measure of high-grade merchandise add 
an equal amount of hard cash. Allow this to 
set until your nerve rises, then add as much 
printers’ ink as it will stand. If your “dough” 
begins to fall use glue freely, for if you don’t 
stick, your efforts are a failure. 


This is the recipe we followed with the Wizard . 


advertising. We had the right quality merchan- 
dise from the very beginning, but we were not 
tempted to advertise until we had the hard cash. 
Nerve we always had, and now printers’ ink is 
being added freely. Don’t worry about our not 
sticking, for we didn’t begin advertising until 
we knew that we could stick to it. 

Not once since we started have we stopped, and 
we are not likely to stop, either. Our programme 
for 1918 is a very ambitious one. Half pages in 
the Saturday Evening Post regularly each-month 
will form the backbone of our campaign. To 
this will be added more space and additional 
mediums as it seems advisable—Wizard Foot 
Appliance Co., St. Louis. 


ey 














ARTIFICIAL FLOWERS 


Other things being equal, wouldn’t you 
much rather do B pe buying in an at- 
tractive store? course you would. 
Consider that in this you are like others. 
A store noticeable for the beauty of its 
windows and the attractiveness of its in- 
terior draws others as it does you. 
Successful merchants decorate every sea- 
son with Adler-Jones ifici wers. 
This is established with them and a ne- 
cessity never to be overlooked. 

It is easy to get acquainted with the Adler-Jones Co. 
Simply sendjfor the book mentioned below. 


THE GUIDE TO BETTER WINDOWS 


Book No. &¢ FEO 


It shows the goodsin natural colors. 
It ins Adl 





er-Jones Service, 
and is illustrated with pictures 
of the best ise windows 


in the country. Just your written 
request brings it to you free. 


THE ADLER-JONES COMPANY 


333 SOUTH MARKET STREET, CHICAGO, ILL. 
New York Showroom, 133 West 33d Street 














Can You Successfully 
Meet These Objections? 


“My instep is so low oi! 
“But the laces and eyelets hurt e 
“My instep is so high and my ankle so small 








” 





Unless you can, you lose a sale. And unless you 
do it successfully, you lose the sale on the next pair 
of shoes. Hundreds of merchants are now using 
the 


“Fit-Rite” Tongue Pads 


to aid them in fitting customers who have too high or too 
low an instep or too small an ankle. Then they are satisfied 
customers. 


“Fit-Rite” Tongue Pads cost you only $2 a dozen—and 
make a good profitable 25 cent seller. Write today for 
free sample. 


The Fit-Rite Manufacturing Co 


(Shoe Pad Dept.) ‘ 
CANTON, OHIO 
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Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION Mar. 30, 1918 


Spring Window Displays 
(Concluded from page 15) 

Your background, of course, is the first part of your 
display to take care of. You cannot be too careful in 
its arrangement. Remember it is the foundation of 
your window. A good background is 50 per cent of a 


successful display. 


Flowers 

Flowers make an excellent centerpiece for a Spring 
showing of footwear. This center will attract the eye 
of the passing public. 

Human nature is attracted by the beautiful. Take 
advantage of this attraction with a floral centerpiece. 
Prospective customers are at all times noticing your 
window displays. Therefore, select tasteful colors and 
make your displays bright. At this season of the year 
apple blossoms or any other flowers that arrive in early 
Spring should be used. 

Artificial flowers are the best for this purpose. 
Natural flowers only live a short time in the close air 
of the show window. They are apt to fade in a very 
short time, and detract rather than attract. There are 
a number of reliable concerns that furnish absolute 
perfect imitations of the natural flower. The addresses 
of several of these makers will be given upon applica- 
tion to the editor of this division. 


Classification 
of Leathers 


The one weak point to be avoided by the display 
man in his trimming is the mixing together of more 
than one kind of leather in a single unit. It is always 
better to keep your colors together. Keep your tans 
in one unit; blacks and patent leathers in another, and 
your whites in another. In this way the prospective 
customer is attracted by a particular color, and as all 
styles on this color are together, she is then able to 
choose from the various styles shown in that particular 
color. 

This is very important and should not be lost 
sight of in the general construction of your windows. 
It will count to a big extent in their selling value. 

The dealer who trims his window without a good 
deal of advance thought, or displays his merchandise 
in a haphazard manner, will soon find that a big per- 
centage of his customers have been gradually weaned 
away by a live competitor, who is getting the utmost 
out of his window displays. 

Keep up with the times and events that are going on. 
This is not a hard thing to do, and if the results are 
embodied in your display work, they will show in in- 
creased business. Your windows are the one conven- 
ient way to acquaint the public in your locality with 
the fact that you are up-to-the-minute and right on 
the job at all times. 


Windows the Eyes 
of the Store 


The windows are the eyes of your store. The per- 
sonality of your business is represented in your display. 

Small windows are often neglected because one 
might think that a smart display could not be built in 
a four-by-five-foot window. s 

In illustration No. 2 the writer gives an example of 
how a display of this sort can be made effective. It 
contains a few shoes, show cards and a centerpiece. 
Of course the latter has its work to do in helping to 
make this display a success. This centerpiece catches 
the eye and the crepe pink cloth background lends 
atmosphere to the window. 

The cards refer directly to the shoes which are few 
in number and easy to see. 

Remember, prospective customers judge you by your 
windows. It is up to you what the verdict will be. 


New England Leather and Shoe 
Findings Association Hold 
Annual Meeting 


Upon Thursday, March 7, at the New American 
House, Boston, Mass., the New England Leather and. 
Shoe Findings Association held its annual meeting and 
election of officers. 

The new officers are as follows: President, Ralph 
Greenwood of A. H. Berry Shoe Company, Portland; 
first vice-president, John B. Mitchell of McElwain, 
Hutchinson & Winch, Boston; second vice-president, 
Harry Davidoff of H. Davidoff Company, Waterbury, 
Conn.; secretary, Stephen R. Nichols of F. W. Whicher 
Company, Boston, Mass.; treasurer, George F. 
Reinhardt of Geo. James Company, Boston, Mass.; 
executive committee, Ralph Greenwood, John B. 
Mitchell, S. R. Nichols, Geo. Reinhardt, H. R. Holden, 


- F. M. Hawes. 


A letter from Mr. George Knapp, secretary of the 
National Leather and Shoe Findings Association, 
which was read at the meeting, drew forth an interest- 
ing discussion, since the subject was one in which all 
shoe finders are vitally interested. 

In it he suggests a move which in the past gen- 
eration would have received no consideration’ what- 
soever. ; 

He advised strongly the discontinuation of secrecy in 
the matter of prices, and suggests that your competitor 
himself be the first notified of any change in your 
policy, leaving the matter of getting business to your 
ability as a business man, using quality and service 
as the only arms. 

Mr. Knapp’s ideas were well received, and there is 
no doubt but what they will be put into execution in 
New England, according to Retired President Mitchell 
of the New England Association. 

















